ndustr, 


Dy thar 


Vear, 
h such 
have to 
tS Mar- 
out on 


physical 
ymbined 


Report to Executives — 


Deportment of Commerce, 
Commercial Investment Trust Corp, 


youn 
INSTALMENT SELLING: THE REAL SIT VAI 
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@ “Double our plant... but don’t stop our work!” This such advantages as permanence with the added feature 

ultimatum from a plant-cramped manufacturer sent Truscon portability (they can be dismantled, moved to new loc 
into action ...to erect a Truscon Standard Building addi- tions and re-erected with almost complete salvage valu 
tion to an existing Truscon Standard Building ...over a e All units are made of copper alloy steel . . . resistant ' 
loading crane that continued to operate without a single fire, rust and corrosion. Every Truscon Standard Buildi 
shut-down, The work was done... and the time clock never is equipped with a base panel of ENDURO Stainless Steel 
stopped! That's Truscon Stand- Many other advantages tha 
ard Building service! © You, protect your building dolla 
too, can look to Truscon for fast, T Ni merit your investigation. | 

economical solutions to your the coupon below for a qui 


building problems. Truscon response to your question 


Standard Buildings include about Truscon Building Servicg 
1ceES 


USE THIS COUPON FOR PROMPT REPLY SERIES “A"— Pitched Roof Types 
We are interested in the ype o Type 2 Type 3 Type 3-M OO Type 4 Saweoorh Type 


SERIES “B”— Flat Roof Types 
OType2 (OType 3 Type 3-M D Type 4 OType Vv 
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GO SEE IT_YOU'LL BE 
AMAZED! NEW COMFORT... 
BIGGER WINDSHIELD_NEW 


What's New About 
the New Plymouth 


 10YEAR RECORD 


This big 1938 Plymouth celebrates 
the triumph of an idea. It was to 


bring fine-car qualityand engineer- 
ing into the low-price field. — 
The result: literally millions of 
America 'smotorists haveswung to 
Plymouth cars! 
Today, go see and drive the great 
new 1938 t 


Look How Easily he can 
adjust the front seat to suit 
his size. It slides upward 
as you move it forward. 


the lowest! The Commercial Credit Company offers very deeper curve... headlights are bigger. And 
bbw terme, through under that long hood there’s an 82-horsepow- 


es. Tune in Major Bowes’ Original Amateur Hour, ts ~ 
Columbia Network, Thursdays, 9 to 10 P. M., E. S. T. er “L-head” engine that saves you money! 


ai i 
MORE CAR FOR THE MONEY. Plymouth is priced with i Exciting New Beauty! The fenders have a 


outh. The floor is covered to protect lug- 
gage...and there’s no sill—so you avoid 
the strain of needless lifting. 


trols are in the middle—easy to reach. And 
the hand-brake is there...clear of the floor. 
Plymouth handles easier than ever! 


dealer’s“gasometer” will show Plym- 
outh’s amazing fuel economy. And 
owners report lowest upkeep! 


The Facts about Gas Mileage. Y our 4 She’s Not Stretching Her Arm...all con- 5 Roomiest Trunk ever built into a Plym- 


led feature 
to new loca 
alvage value 
resistant 
lard Buildit 
tainless Steel 
antages tha 
ding dolla 
‘igation, | 
for a quic 
r question 
Servic 


Soft as a Pillow is the pad- Get Behind the Wheel of a Big 1938 Plymouth! brakes... an all-stee! body...improved Floating 


Power engine mountings. Learn why it’s ‘the car 


ded roll along the edge of 
the front seat. The entire car 
is designed for safety. 


PLYMOUTH BUILDS 
GREAT CARS 


See how excitingly easy it is to drive and handle 
... how quiet and comfortable to ride in. Discover 
the greater value of double-acting hydraulic 


that stands up best!’’ PLYMOUTH DIVISION OF 
CHRYSLER CORPORATION, Detroit, Michigan. 


See the 1938 Plymouth 


ts 


to his face 


"If 1 didn’t think the boss 
would get the idea I was trying to 
run his business, I'd like to tell him 
a thing or two. He’s the hardest- 
working man I know—but a good bit 
of it is just plain unnecessary. He’s 
always taking a crack at Nichols. 
Says Nichols is out of the office two- 
thirds of the time. But I know about 
Nichols — 

“I know his secretary, and I know 
how Nichols works. He’s a great guy 
for cleaning up details the minute 
they arise. Keeps an Ediphone at 
his side—right next to the telephone 
—and uses it even more. Simply tells 
the Ediphone when he wants to be 
reminded of something. Or, he fin- 
ishes a phone call and turns to his 
Ediphone. He gets problems off his 
mind as soon as they come up. 

“I tell you I'm in favor of this 


PREFERENCE FOR EDIPHONE 
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I wish I could say this 


Voice Writing idea. Edison was a 
smart man to think of it. It gives a 
girl a chance to get things done—lets 
her be a man’s assistant instead of a 
waiter-arounder. Half the things he 
says I haven't time to do for him, I 
could do, if he’d just modern up a 
bit and phone the Ediphone man. It 
wouldn't hurt him to hear the story 
anyway. If he and I could get out of 
the dark ages, he’d have more time 
to do the really important things — 
he might get a raise —and I might, 


too. 


An Ediphone permits you to handle instruc- 
tions, memos, inquiries, letters, reminder- 
dates instantly ..increases your personal 
business capacity 20% to 50%. Use it for 
every activity where “your voice points the 
way”. Investigate! Telephone the Edi- 
phone, your city, or write Dept. B97, 
Thomas A. Edison, Inc., West Orange, N. J. 


VOICE-WRITE WITH THE 


PERSISTS 


,_ land Dairy and Food Council and 


New Business 


Del Monte Lodge on Mon: +o Be 
Calif., is promoting a 1 dea 


Christmas presents. It’s jy 
a selected mailing list, tha: 
an all-expenses-paid trip to |) Muy» 
good any time during 1938. } ..: pack 
ages” are being offered, ranyine fr, 

Friday night to Sunday noon visi ee 
to a full week’s stay. A Noy a 
Eve “package” is being feat espe 
cially. 


Three business library musts: (1) “p, 
tailers Manual of Taxes and Resp, 
tions,” 1937 edition of all the State 


local laws affecting them, published 
Institute of Distribution, 570 
enth Ave., New York, price 86 jnely 
ing looseleaf binder; (2) “Motor T; 


Facts,” 1987 edition covering all th 
statistics of the industry, published }y 
Automobile Manufacturers Association, 
366 Madison Ave., New York. orat! 
(3) “House Trailers,” a survey of Jay 
governing ownership and use, includin: 
much information of value to corpors 
tions which operate sales trailers, pu! 
lished by National Highway Users Cor 
ference, National Press Building, Was 
ington, revised edition, price 5 


Taking up a suggestion of one of 
customers, Alfred Dunhill of Lo: 
is at work on a novel plan to aid esta! 
lished charitable organizations in t! 
country. From Nov. 4 to Dec. 4 an) 
making a purchase from Dunhill’s « 
stipulate that 10% of the price shall | 
given to charity. He can _ pick 
charity he wants, and a check wi 
sent on by Dunhill’s. Realizing that o 
store alone can’t do a great deal fv 
charity, Dunhill hopes its plan wil 
picked up by other stores as well 

As its contribution to National Mis 
Week (Nov. 14-20) the Boston & 
Maine Railroad is letting the New Enz 
1 the 
Massachusetts Department of Agri 
ture take over a plot 8 x 20 ft. int) 
middle of the big marble concourse 
Boston’s North Station, where sal 
set a couple of cows to grazing throug! 
the week. Milkmaids will be on bané 
as well, and the cows will be milke 
twice daily for the edification of con 
muters. All the latest developmen's 
machinery will be 
will be milked by electricity, and ms 


Magazine of Business) November 1% 
Published weekly by McGraw-Hill Publ 
Inc. Publication office, 99-129 North Br 
N. Y. Editorial and executive offices, 
New York, N. Y,. James H. McGraw 
Howard Ehriich, Executive Vice- Preside 
McGraw, Honorary Chairman; Glenn Grow) 
President and Publisher; B. R. Putn 
D. C. MeGraw, Secretary; A. W. 
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200 per co ane Entered as second class mat 
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Realizing the imperative need of speak- 
g up for itself so that the public 
understand its problems and its 
orits, business is paying increased 
‘tention to pioneering jobs in insti- 
tional public relations. Latest note- 
thy example is that being done in 


ay 


wort 
national magazines for the capital 
tock insurance companies by the Na- 
‘ional Board of Fire Underwriters. 
This campaign emphasizes the com- 
nies’ publie service in fire-preven- 
‘ion and protection of life, demon- 
¢rates their claim to public good will. 


The 18th annual New England Con- 
ference, where New England’s business 
leaders get together under the sponsor- 
hip of the New England Council, in 
operation with the six New England 
eovernors, is being held Nov. 18 and 19 
the Hotel Statler in Boston. There 
sill be group sessions on recreation, 
wriculture, and industry, the last being 
presided over by Business Week's 
editor, Ralph B. Smith, and devoted to 
a discussion of building good will in 
industry. 


The chemical industries, with their 
léth exposition set for the week of 
Dec. 6 at the Grand Central Palace, 
New York, have just announced the 
winner of their contest to find a slogan 
“encompassing the aims and the bene- 
fits redounding to men from the ac- 
ivities of the chemical industries.” 
Prize of $250 goes to Norman E. Diehl, 
wssistant division purchasing agent with 
E. I. du Pont de Nemours & Co., 
Wilmington, Del., for the slogan, 
“Chemical Research Creates Indus- 


” 
ries. 


\ marketing conference, under the 
sponsorship of the American Manage- 
ment Association, a non-profit organiza- 
tion composed of industrial and com- 
mercial companies and executives in- 
terested in efficient management meth- 
ods, is being held at the Hotel Pennsyl- 
ania, New York, Nov. 18 and 19. 
Harry Boyd Brown, Phileo Radio’s na- 
tional merchandising manager; Paul 
Willis, president of the Associated 
Grocery Manufacturers of America, 
and Edgar Kobak, vice-president of 
lord & Thomas, are speakers. 


\ new magazine known as Better Eng- 
th in Speech and Writing (25¢ a copy, 
‘Sa year) makes its bow Nov. 20. It 
is devoted to public speaking, the im- 
provement of grammar, diction, and 
speech. Contributors to the first issue 
include Dr. Frank Vizetelly, the lexi- 
cographer; Dr. Joseph Jastrow, psy- 
chologist; Gorham Munson, critic, and 
the ubiquitous Mr. D. Carnegie. 
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TO ANY TYPE OF 


INDUSTRIAL FIRE 


Here's a fire- 


destroyer! An extinguisher 
that will snuff out the worst 
kind of blaze. Easy to han- 
dle, it is big, yet powerful, 
and sure death to treacher- 
ous fires. 


Check off industry's three 
chiet fire hazards ... One— 
flammable liquids . . . Two 
—vapor, or gas . Thre 
—electrical equipment. A 
LUX carbon-dioxide extin- 
guisher is a match for all of 
them. 


Harmless in Action 


Safety engineers unan- 
imously favor an ex- 
tinguisher that cannot 
fail in an emergency. 
They also approve the 


harmlessness of Lux carbon- 
dioxide snow-and-gas. No 
dangerous fumes, no wetting 
or corroding action. Lux is 
clean, dry, harmless to men 
or materials. 


Let Us 
Make A Survey 
Lux engineers have built a 
seventeen-year record distin- 
guished for accurate solution 
of the problems of industrial 
fire protection. Let us, with- 
out obligation, make a sur- 
vey and recommenda- 
tion for your specific 
fire hazard problems. 


Write for new 
brochure, 
“LUX Makes The 


Difference.” 


Walter Kidde & Company 


524 West Street 


Bloomfield, N. J. 
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The back ofthe 200” mirror for the world's largest telescope 
at Mt. Palomar, Cal. illustrates how a scientific distribution 
of material creates strength. 


Engineered \ 
in tune with AVE 


up 
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are’ 
and 
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can 


IVE an industrial building walls of Trafford Tile and 

you have almost imperishable sidewall construction. 
Resistant to fire, weather and climate. Rigid, rugged, with 
the time-tried endurance of asbestos-cement sheet, but 
with extra strength built in. 


Extra strong because Trafford Tile is a product of ad- 
vanced engineering design, with corrugations scientifically 
shaped and spaced to combine maximum strength with 
minimum weight. st in asbestos 


Here is today’s siding material for industrial construc- Send for information 
tion, economical for temporary as well as permanent 
structures. Upkeep is reduced to a minimum, because no atten Gomme, 
protective painting is needed. The appearance is that of Sa or 
Roman Tiling, in a pleasing gray color. Let our engineering on Trafford Tile. 
staff advise you on the many applications of Trafford Tile. 


KEASBEY & MATTISON COMPANY 
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WASHINGTON (Business Week 
Bureau)—Just a few weeks ago, 
there was so much haste in getting 
more reform legislation through 
that the President called an extra 
~asion of Congress. Now he is 
up to his neck in plans for what 
can be done at this session. They 
aren't plans to take from the haves 
and give to the have-nots but to 
vet enough for the haves so they 
keep the have-nots in jobs. 
{nd he has a Congress which is 
ready to go much further than he 
to open the door to business re- 
vival: one which, if left to itself, 
might spend its way out, scrap last 
vears tax law, fling aside other 
measures aimed at fundamental 
New Deal objectives. 


Determined to Lead 


The necessity of having an administra- 
situation 


tive program to meet this 
explains the series of White House 
conferences with business men, build 
ers, bankers—and bankers from Wall 
Street, at that. The President is deter- 
mined to lead the parade, even if it 
doesn’t go in the direction he wanted, 


and he hopes to keep restorative meas- 
ures inside budget limits. He believes. 
if he never did before, that balancing 
the budget is the key to business confi- 
dence and a brake on inflation. Wash- 
ington wants to pare the debt before 
the next depression. 


Congress Is Skeptical 


Congress’ growing skepticism of Presi- 
dential infallibility is a handicap on 
Presidential leadership. Roosevelt will 
have to show the members that he is 
now interested not in bringing about 
far-reaching reforms but in seeing busi- 
ness boom back home. Aside from the 
spending and pork that came out of it, 
many of his followers on the Hill have 
always regarded his talk about uplift- 
ing the downtrodden as a sort of plat- 
form pledge—something to get in on 
and then forget. 


No Change at Heart 


There is no real change in the Roosevelt 
objectives. They will be pursued later 
after the storm has passed. This is a 
strategic retreat which its leaders hope 
will eventually develop into a masterly 
offensive. But the service of supply has 
‘o be maintained meantime. Not even 
the most enthusiastic New Dealer is 
willing to push reforms ahead of busi- 
hess encouragement now. There is too 
much danger that such a bold course 
would result in an overwhelming swing 
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Wasnincron BULLETIN 


against Roosevelt and all his works 
next November. 


Loans Not Enough 


Within a month the administration has 
reversed itself, just because of the busi- 
ness situation, on RFC loans. All sorts 
of loans of government money for the 
spurring of business activity will be 
made available. But, far more im- 
portant, within the last week the White 
House has realized that loans are not 
enough, that business must have more 
than just loans to induce it to become 
active, must get an incentive. And the 
only incentive known is profit. 


Focus on Building 


Stimulation of private building is the 
best bet—if it can be done. To this lag- 
gard industry is laid much of the blame 
for sticking the pin in all the business 
that spreads outward from the building 
of homes. For four years the Adminis- 
tration has tried—and failed—to bring 
building material industries and build- 
ing labor into line on reducing costs 
It will try again. 


With Leans and Taxes 


The Administration hopes to spur the 
heavy industries by utilizing anew, but 
on a wider scale, insurance of mortgage 
loans at low rates to encourage resi- 
dential construction for sale and rent. 
On the industrial side, changes in the 
undistributed earnings tax are being 
studied as a potential lever to get busi- 
ness men to unloose hoarded cash for 
Success of both con- 
depend on 


plant expansion. 
struction schemes will 
whether enterprisers see earnings ahead; 
on whether business feels that Washing- 
ton is ceasing its hostility to profits. 


Blaming Steel and Cement 


All studies of the business situation 
tend to increase the New Deal's irri- 
tation with such industries as steel 
and cement whose high prices, it is 
firmly believed by the Brain Trusters, 
were largely responsible for starting 
the present business recession. It is 
anger at these industries which has 
finally roused the Administration to 
action on revision of the anti-trust 
laws. This is evident in the first ten 
minutes of discussion with any high 
Administration official, for in no time 
at all he begins quoting identical bids, 
and always they are bids made by 
industries against which the Admin- 
istration has a peeve on prices. 


Rate Boosts May Help 


Stimulation of railroad buying as a 
means of drumming up business is a 


frequent guess as to what the Admin 
istration will do. The Administration 
is entirely amenable to such proposals, 
would like to help the railroads finan- 
cially as well as utilize them as an 
agency for recovery, but it is not 
pinning too much hope on them. As 
FDR's advisers point out, the trouble 
is that while a friendly ICC may 
boost rates, it has no way of forcing 
travelers and shippers to pay them 
Most consideration of advanced freight 
rates therefore carries along with it 
proposals to advance truck rates pro 
portionately. But even that runs into 
snags. One is that this would boost 
prices further and 
resistance. But reopening the vaults of 
the Reconstruction Finance Corp.. 
partly to help the carriers, shows how 


the President feels. 


increase buyers’ 


Power Peace Terms 
As for the public utilities, which claim 
that New Deal policies have prevented 
them from spending $2,600,000,000 in 
the last 
and expansions, Roosevelt is willing to 


five years on improvements 


make peace—on his own terms. Never 
he insists, has the Administration de 
manded more than a fair valuation on 
their property for rate-making pur 
poses. If they grant this, the govern 
ment is willing to grant them a monop- 
oly in the territory served—with the 
reservation that a municipality has a 
constitutional right to serve itself if 
it chooses to do so. He maintains that 
such competition would be negligible 
if the rates charged by the private com 
panies were reasonable. 


No Tears for Utilities 

That the Administration will not be 
influenced by the utility industry's fail- 
ure to spend money for expansion is 
further evidenced by a vigorous pep 
talk given the Investment Bankers 
Association by Frank R. MeNinch 
Quotiag returns on 28 large utility sys- 
tems, MeNinch compared 1987 and 
1935 as follows: power production up 
18.7%, gross revenues up 11.5%, net 
income up 7.7°¢, balance available for 
equity dividends up 31.9°. For the 
utilities as a whole, he compares Stand- 
ard Statistics’ index of utility earnings 
for the first half of the year—1278 
(1926 = 100) —with that of only 116.4 
for industrials. This picture, says Mr. 
MeNinch, fails to bear out the utilities’ 
cries of anguish. 


Mayors on Cash Line 


Almost as many mayors as Congress- 
men will flock to Washington this week 
to take a sock at the budget. Their 


\ 
st 
[ 
estos 
PANY 


Baltimore, Md 


OF MD, LAW BUILDING 
GETS BALANCED HEATING 


Webster Moderator System Gives 
Economical Heating Without 
Impairing Comfort 


TWO YEAR SAVINGS RECORD 


Baltimore, Md.—How a practically new 
building can improve heating conditions, 
reduce steam consumption and save in 
heating cost by using district steam 
and Webster Moderator Control has been 
demonstrated in the Law Building of the 
University of Maryland. 

Webster Heating Modernization of 14 
University of Maryland buildings, newest 
of which is the Law Building erected in 
1931, has resulted in a_ reduction of) 
approximately 25 per cent in heating cost 
since 1935. The modernization program 
included abandonment of private plant 
operation and change over to district 
steam service. 

With the Webster Moderator System, 
all radiators get steam at the same time, 
continuously, and substantially in pro- 
portion to need. Distribution of heat 
throughout the building is balanced 
through Webster Metering Orifices. Auto- 
matic control is provided by an Outdoor 
Thermostat which adjusts the steam 
supply with every change in outdoor 
temperature. 

“Maintenance of ape temperatures, 
so important to health and efficiency, 
has been accomplished to our entire 
Satisfaction during two heating seasons 
with the Webster Moderator System,” 
University authorities state. 

The University of Maryland buildings 
modernized with the Webster Moderator 
System and district steam for heati 
include six buildings in the Hospi 
Group and eight college buildings. The 
Hospital Group includes the Dispensary, 
the Dispensary Annex, the Laundry, the 
Nurses’ Home and Annex an the 
Superintendent's residence. 

The college buildings are the Dental 
Pharmacy Building, Pathology Building, 
Church Building, Gray Laboratory, Medi- 
cal Building, Administration Building, 
Library and Law Building. 

In the new 10-story University of 
Maryland Hospital, built in 1934, the 
Webster Moderator System and district 
com service have given similar satis- 

action. 


Lew Building, University of Maryland | 
| 


These before-and-after facts point the way to 
maximum comfort and economy in heating | 
new buildings as well as in modernization ot | 
existing installations. Consult your architect, 
engineer or heating contractor. Or address 
WARREN WEBSTER & CO, CAMDEN, N J. | 
Pioneers of the Vacuum System of Steam_t | 
Representatives ino0 principal US. Cities—Est. 188 
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demands for more relief and housing 
money—with airports as a side-dish— 
are well-timed and _ well-organized. 
After the manner of the beauty con- 
test, the spotlight will be played on 
towns that have put their dibs of fed- 
eral funds to the most efficient and 
effective use. This stunt will produce 
abundant evidence to persuade Con- 
gress that economy is poor policy. 


Hands Off Security Funds 


The President’s determination to bal- 
ance the budget is the real reason for 
delaying revision of social security 
taxes. The truth is the Treasury needs 
the money—needs it to make the bal- 
ance. So there are cryptic statements 
about how it would be better to let 
the present system work for a while 
instead of rushing in to change it, as 
the British have done many times. 
Stress is laid on the necessity for piling 
up a “reserve” fund first. But these 
“explanations” are purely academic. 
The government is using the social 
security tax receipts now for ordinary 
expenditures, will continue to do so 
for the next year or two at least until 
the budget situation is cleared up, and 
meanwhile will thwart any attempt to 
tamper with the source of supply. 


Dollar Won't Change Value 


The President hasn't the slightest in- 
tention of changing the gold value of 
the dollar for a long time to come, 
despite the fact that apparently some 
of the world’s smartest speculators 
are betting—on the London market, 
where they are selling dollars and buy- 
ing gold—that he will, It may be re- 
membered that along last spring (BW 
—May 15°37,p59) London speculators 
were just as sure the President in- 
tended to raise the value of the dollar 
in terms of gold. They were wrong 
then, and they are wrong now. 


Truckers Hold the Trumps 
Truckmen’s position will be a critical 
factor in the railroads’ move for half 
billion dollar rate boost. This may 
deter the Interstate Commerce Com- 
mission, even if kindly disposed to the 
railroads’ plea. The Commission indi- 
cated in its recent decision that it 
would entertain favorably a_ petition 
for a general rate jump, particularly 
if the trucks joined in. Since a 15% 
increase all along the line would hit 
competitive traffic, organized truck- 
men see their strategic advantage and 
are talking against hasty action. Amer- 
ican Trucking Associations’ conven- 
tion at Louisville next week, pre- 
ceded by the conference of motor car- 
rier traffic agents, may swing the other 
way, unless individual truckers can be 
convinced that a greater diversion of 
traffic from railroads would serve bet- 
ter than rate boosts to cover increased 
wage, insurance, and equipment costs. 


No Fast or Sure Dec; 

Washington doesn’t expect 

roads will get a decision fro) 

inside of five or six month). 

rate increase was in the 

over a year. Selection of 

panel to expedite the case . 

be taken as any indication 
proval of the proposal is » 
conclusion. Commissioner Ait, 

posed the recent rate increa- 

and Caskie have also bee 

from the Commission’s rate di 

are disposed to look to t! 
ableness of the rate level rather ¢h, 
to proof of the roads’ need of reveny.. 


Wheeler Probe Rolls On 


Sen. Wheeler’s investigation 

road financing will be stopped «) 
shortage of funds, and he’s busy hea! 
ing the bushes for another appropri. 
ation. Furthermore, he'll 
it. Max Lowenthal, the investigating 
committee’s counsel, has works 
complete cases on Pennroad, \Milyay 
kee, Seaboard, New Haven, and Frc 
Lines and these will follow « 

of the Missouri-Pacific reorganizat; 
plans. 


Delaying Coal Price-Fixing 
Coal operators are demanding 
Charles F. Hosford quit the 
Commission before prices 
Since he submitted _ his 
with the apparent intention of taking 
a job in the industry, they questio 
the propriety of his request to re: 
on the Commission until price sc! 
ules are announced. He might! 
pected of attempting to jugyle pr 
in favor of a particular district. O 
ion in Washington divided 
whether Hosford’s resignation 
the internal breach in the Cor 
sion. Some believe that the appo 
ment of a new man, followed by | 
election of a new chairman, wou! 
give the industry a clean adminis: 
tion of the law. Others contend tha 
C. E. Smith will eventually have to ¢ 
before the Commission can functi 
effectively. 

Road-Building Curtailed 

The. President’s plea for concer! 
action to achieve highway safe!) 
sourly regarded by highway official: 
who have learned that he will urs 
Congress to postpone the 
1941 federal-aid construction program 
which should be authorized this se 
sion to prevent interruption of sched- 
uled improvements. This program ca'> 
for annual appropriations of *125.("" 
000 for road building on the federal 
aid system, $25,000,000 for secondar 
roads, and $50,000,000 for gracde-cross 
ing elimination. Highway offi ials 
point out that the Government does! 
spend as much on roads now a © 
takes in from the gas tax. 
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BUSINESS WEEK’S INDEX OF BUSINESS ACTIVITY 
WEEKLY INDEX 
(wormat = 100) | The Figures 
| | 
i] 
| Latest Week "68.2 
80 | Preceding Week 168.2 
if 
wil Month Ago 72.3 
, | 
Year Ago 75.9 
a } Average 1932-36 63.1 
jay WAR APR WAV JUL AUG OCT Dae 
Latest Preceding Month Year Average 
Week Week Ago Ago 1932-38 
PRODUCTION 
*#Steel Ingot Operation (°% of capacity)...............550sseeees ‘ 41.0 48.6 63.6 74.0 39.4 
*Building Contracts (F. W. Dodge, 4-week daily average in housendad . . $8,297 $8,229 $8,472 $8,549 $6,285 
Engineering Construction Awards (Eng. News-Rec., 4-wk. daily av. in thousands) $7,507 $7,104 $6,986 $6,801 $5,741 
*Bituminous Coal (daily average, 1,000 tons). ...... 1,525 +1,569 1,605 1,677 1,332 
#Electric Power (million 2,202 2.255 2,280 2,169 1,772 
TRADE 
Total Carloadings (daily average, 1,000 cars)... 129 129 141 136 113 
* Miscellaneous and L.C.L. Carloadings (daily average, 1,000 cars)...... 81 80 86 a4 72 
eCheck Payments (outside N. Y. City, millions)... $4,579 $4,542 $4,836 $4,358 $3,496 
*Money in Circulation (Wednesday series, millions)...................055. $6,565 $6,519 $6,569 $6,378 $5,653 
PRICES (Average for the week) 
Wheat (No. 2, hard winter, Kansas City, bu.)........ én $.96 $1.02 $1.07 $1.21 $.91 
Cotton (middling, New York, 7.926 8.15¢ 8.36: 12.25¢ 10.48¢ 
Copper (electrolytic, Connecticut Valley basis, Ib.)..............26..045- 11.083¢ 11.775¢ 12.000: 10.200¢ 8.353¢ 
Moody's Spot Commodity Price Index (Dec. 31, 152.9 160.1 173.2 185.4 141.2 
FINANCE 
Bond Yields (Standard Statistics, average 45 bonds) a 5.16% 4.98% 4.17% 5.10° 
Call Loans, Renewal Rate, N. Y. Stock Exchange (daily average) sesecees 1.00% 1.00 1.00“ 1.00 90°: 
Prime Commercial Paper, 4-6 Months, N. Y. City (prevailing rate)...... 1.00 1.00 1.00 78% 1.10 
Business Failures (Dun and Bradstreet, mumber)......... 162 178 146 151 281 
BANKING (Millions of dollars) 
Total Federal Reserve Credit Outstanding (Wed eo . 2,559 2,570 2,583 2,448 2,428 
Excess Reserves, all member banks (Wednesday series).................- 1,050 1,070 1,090 2,138 1,623 
Total Loans and Investments, reporting member banks.................. : 21,654 21,694 21,975 22,446 19,733 
Commercial and Agricultural Loans, reporting member banks?.. 4,761 4,780 4,831 
Security Loans, reporting member 1,561 1,616 1,856 
U. S. Gov’t. and Gov't. Guaranteed Obligations Held, reporting member banks. 9,105 9,066 9,042 10,503 # 
Other Securities Held, reporting member banks............ 2,924 2,946 2,961 3,218 # 


*Factor in Business Week Index. 


these monthly averages 
ae merely simple aver- 
ages of each month’s 
eekly figures of Busi- 
Week's index of 
uiness activity pre- 
sented in the chart at the 
top of the page. They 
enable readers to get a 
general view of the trend 
' business since 1929. 


The Weekly Index of Busi- 
ss Activity is covered by 


* general copyright on the 


stents of Business Week 


~K. may not be reproduced 
*ithout special permission. 


100 


* Preliminary, Week Ended November 6. + Revised. Series. 8 Not Available. 
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Active Fire— You can find a letter in this file quicher 
than you can find a name in a phone book. 


Inactive Fite—Seldom-referred-to vet essential pa- 

pers moved periodically into inexpensiwe transfer cases, 

save active filing space, save tne and money and speed 
up reference. 


Remin ton Rand 


IGHT now your files may be filled to bursting with « 
letters, papers, memoranda. Papers that may be co-tin: 
you $75 to $375 or more every year to keep! 
These should be transferred where they can be easily referre 
to. First, to make room for your new, live papers. and secon’ 
to avoid delays they might cause by obstructing daily filing 
and finding. 
Out of 44 years of filing experience Remington Rand can 
recommend proved plans to stop this expense. to speed up 
filing and finding in both active and inactive files. 


The Remington Rand office in your city will be glad to hej 
you work out a plan that will apply to your own busines 


Telephone the nearest Remington Rand office or mail cov- 


pon below, for our newest book. No obligation. 


MAIL THIS COUPON 


Remington Rand Inc., Dept. G-2112 ' 
465 Washington Street, Buffalo, New York 
Please send new book, “44 Years’ Experience 
Free,” and tell me how to modernize my Fil- 
ing System. 


Name 


A 


Firm Name 
Address 
City State 
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‘The BUSINESS OUTLOOK 


WN the eve of the special session 
Congress, business still presents 
pretty spotty picture. Some en- 
voragement is afforded, however, 
. the fact that for several weeks 
:. rate of decline in Business 
rpk’s index of general activity 
\.< been narrowing, and for the 
vek ending Nov. 6 the index 
mained unchanged from the pre- 
eding week. On the other hand, 
evelopments during the week in 
number of key industries were 
sot of a nature to stir up much 
heerful sentiment. But stocks rose 
riskly on this week’s burst of 
nergy in Washington to stimulate 
usiness. 


Cotton, Steel, Motors 


otton textile markets hardly rip- 
led when the all-time record cotton 
became public on Monday. In 
bet, by mid-week, there was some 
ming up of cotton futures on for- 
m buying. Steel mills further cur- 
led operations to 41% of capacity, 
he lowest since July, 1935. Motor 
lants have reduced their pace a bit 
assembling new models, although, 
yn Ford gets into full swing, the 
rend may be reversed. Show attend- 
nce except at Chicago has been disap- 
hinting, though officials claim sales 
we been “satisfactory.” 


Copper, Lead, Hides 


Basic raw materials continued to dis- 
day uncertainty this week, with buy- 
‘reluctant to place any substantial 
me of business (see chart, p. 18), 
igh, by the middle of the week, de- 
pments in Washington had pro- 
fuced a generally more hopeful feeling. 
pper markets were again put on a 
n Rand can -price basis when a leading custom 
to speed up imelter made further reductions, 
les. ringing the metal to 11¢ a Ib., while 
rmary producers held to 12¢. On 
nday, export copper was selling 
'965e a lb. but a sudden reversal 
‘ored export prices to above the 10¢ 
rk. Lead was down to 5¢ a Ib., New 
rs; tin hit a new low for the year 

rebounded. The three months’ 
ullock between Chicago packers and 
ners was broken late last week when 
ft & Co. announced it would sell 
week’s take-off of hides at the 

rent market price. Prices were off 

ut 5¢ from those prevailing three 
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Railroad and Truck Rates 


loadings have been running under 
years level since the week ending 


Oct. 9. The peak of 847,245 cars. 
reached in the week of Oct. 2, was well 
below the 900,000 cars which wer 
hoped for earlier in the year and which 
would have taxed the roads’ depleted 
facilities. The Interstate Commerce 
Commission set Nov. 29 for public 
hearings on the new 15% rate increase 
appeal of the railroads, thus strength- 
ening their hopes for a speedy decision 
At the same time, the commission ap- 
proved revision of rates for rail and 
motor transportation in four Western 
states where competition between rail- 
roads and truckers had been partic- 
ularly severe. Motor carriers are con 
ferring with each other in order to ask 
a joint 15% increase in truck rates. 


Factory Jobs and Retailers 


An unseasonal decline in factory em- 
ployment and payrolls during October 
was revealed in the report from the 
State of New York, which regularly 
makes the first state report on this sub- 
ject, thus forecasting the results for 
the country. The decline is apparently 
already being reflected in retail sales 
channels. Department stores sales 
throughout the country fell 1% behind 
those of a vear ago, partly because Oc- 
tober this year had one less business 
day. In most sections the declines were 
2% or more, with only the Cleveland, 
Atlanta, and Chicago Reserve districts 
able to overcome the disadvantage of 
the shorter month. Variety store sales 
increased considerably less than the 
usual seasonal amount. Montgomery 
Ward had October sales second in 
volume to those of December, 1936, 
the peak month in its history. Margins 
over last year have been shrinking, of 
course, but a new high of $400,000,000 
for the year is still well within the 
realm of probability. Sears, Roebuck’s 
October sales ran 3.7° above a year 
ago; Spiegel’s, +21.9%. 


Outlook for Shoe Production 


Shoe manufacturers drastically cur- 
tailed production in September from 
the August level. dropping it 18° un- 
der a year ago. Women’s leather shoes 
bore the brunt of the contraction, re 
ffecting the hesitation of retailers in 
stockings spring shoes when price trends 
are still unsettled. While October pro- 
duction also continued well under 1936 
levels, it is expected that the last two 
months of the year will show some im- 
provement, because of orders for new 
lines of spring shoes. 


Spotlight on Construction 


Construction, particularly in the rail- 
road and utility field, is getting the 


spotlight these days. Railroads ac- 
counted for about 12° of the total 
construction volume in the late 20's, 
and the utilities (light and power) for 
about 10°. While both these divisions 
have been compelled to step up their 
construction activity since 1933, neither 
has come anywhere near the volume of 
pre-depression years. Last month, ac- 
cording to F. W. Dodge, all types of 
construction declined only moderately 
from the September level, with new 
home-building showing only frac- 
tional decline. But all major classes of 
work fell off from last year. Lumber 
orders are running 40° under a year 
ago. 


Electrical Goods Lag 


Manufacturers of electrical goods, 
ranging from domestic appliances to 
heavy industrial equipment, report a 
slow decline in new orders since the 
first quarter of this year, virtually 
the first important decline since the 
recovery began in 1933. However, 
while the second and third quarters 
did not do so well as the first, which 
set new high, they still had the best 
volume since 1929. The fourth quarter 
will, however, fall below the high 
level of a year ago, when a general 
buying wave characterized all industry 


Best Paint Year Since °29 


Paint manufacturers normally find the 
last half of the year one of declining 
sales, and the current year is no ex 
ception. By September, the sales 
curve had fallen below that of last 
year by a small margin, and October 
probably showed a further widening 
of the spread. The year as a whole, 
despite the poorer showing of the last 
quarter, will undoubtedly rate as the 
best since 1929, and won't be so far 
off from that banner year. 


Near Air-Conditioning Goal 


Air-conditioning manufacturers appear 
to be within striking distance of their 
goal of $85,000,000 for the current 
year. As in other lines, sales margins 
over 1936 shrank sharply as the year 
progressed, dropping from 188% in 
the first quarter to 17% in the third; 
but even if the last quarter should fall 
below 1936, as seems probable, the new 
high goal is likely to be reached. 


Rayon Stays Firm 


Rayon producers have been least af- 
fected by the curtailment of new 
business in textiles; a moderate inven- 
tory has accumulated in the respite. 
Trade authorities feel prices will be 
maintained. 
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DO YOU WANT 
THE RIGHT ANSWER 


PICK UP your telephone 
and ask for Long Distance. 
The whole world of busi- 
ness is at the other end. In 
approximately a minute 
and a half (average) you 
can talk to any one any- 
where in the country. 

The accelerating pace of 
business makes minutes 
more valuable, puts a pre- 
mium on quick, correct 
information. Will the buyer 
be in when you reach Chi- 
eago? Can the factory fill 
from stock or start produc- 
tion? When will the ship- 
ment arrive? 

Get the facts, discuss de- 
tails, make decisions, and 
be free for other 
affairs. It pays. 
Try it! 
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WasHINGTON (Business Week Bureau) 
‘On Monday, Congress will begin to 
serate on the program proposed by 
dresident Roosevelt for his second New 
Deal. It looks like it might be a major 
speration, and at both ends of Pennsyl- 
ania Ave. readiness is the watchword 

President Roosevelt, for example, has 
on Jimmy on the job to help him run 
the government downtown and to afford 
him more time to handle the legislative 
situation on the Hill. He doesn’t aim to 
¢t Congress waste the session in idle 
talk. 

Many Congressmen, however, believe 
he may be disappointed ; talk, they say, 
s likely to be the chief product, for 
after going over the whole situation with 
the folks back home, they have come to 
the conclusion that they no longer have 
t shut their eyes and vote for White 
House bills. Let the President try to pin 
the tail on the donkey if he can. 

Roosevelt realizes this. He realizes, 
too, after last session’s experience, that 
he can’t expect Son Jimmy, Tommy 
orcoran, Charlie Michelson, and Jim 
Fatley to pull his chestnuts out of the 
ire. They are imaginative, resource- 
ful, not too scrupulous, and he gave 
hem considerable leeway in driving 
bargains, but they flopped dismally on 
the court bill, and couldn't stage a late 
tilly for other legislation. Powerful 
ommittees in charge of wage-hour, 
arm, and other important bills couldn't 
bestampeded. The session ended in a 
fog. 

Still a Demand for Gravy 


_To the extent that it has lifted since, 
senators and Congressmen see more 
aly that they have got to look out 
ot themselves. Threats and promises 
are still effective. The President giveth 
ind the President taketh away and the 
Onstituents still demand gravy. Be- 
ides that he’s a swell guy. Many Con- 
fressmen and constituents will be flat- 
tered by more personal attention, but 
among them are many who, since Con- 
gress went home in August, have been 
reached by the backfire that has been 
built up against bills that remain its 
unfinished business. 

The South particularly has been 
hooded with propaganda against the 
mge-hour bill by chambers of com- 


Congress, F’.D.R. 


“To speed things up,”’ Roosevelt promises to give the 
legislative program more attention, and it will need 
it, for Congress just doesn’t like some bills at all. 


Await the Bell 


merce, manufacturers’ associations, and 
other opposing groups. The Southern 
Pine Industries Committee is active 
everywhere. are running 
page ads, paid for by contributions, 
and farm papers also are waking up 
Editors are taking time out from discus- 
sion of crop surplus control to learn 
that wage-hour legislation may increase 
farm marketing costs and that a mini- 
mum wage for factory jobs might tend 
to lift wages in cotton and tobacco fields 
and in the woods. 


Wage-Hour Bill Fight 
Probably a wage-hour bill will pass. 


Other sections of the country, where 
Opposition is not as well organized, will 
probably vote down the South 
Organized labor is leaning to a flat 
minimum wage. Bound to be low, this 
would satisfy many industries and tor- 
pedo the Administration's argument for 
an administrative board wielding wide 
discretionary authority. New Dealers 


will argue, however, that if the South 
‘wants differentials, flexibility is essential 
and that a complicated bill can’t be 
handled with simple administrative ma- 
chinery. 

The Constitutional issue doesn't fig- 
ure largely in the wage bill fight but, 


No. 1 Bills 


First bill up in the Senate, according 
to the Administration's pre-session 
plans, will be government reorgan- 
ization. This is Sen. Byrnes’ omni- 
bus bill that would establish a De- 
partment of Public Welfare, adding 
a new member to the cabinet; abolish 
the office of comptroller general and 
subject government expenditures to 
post-audit only by a figurehead with 
none of the powers so freely exer- 
cised by J. R. McCarl; delegate 
authority to the President to consoli- 
date, transfer and abolish various 
government agencies of small magni- 
tude; and give him six assistants. 

Split up into separate bills, the 
last two provisions passed the House 
last session. Sen. Byrnes has some 
changes to make in his own bill, but, 
by compromising, there’s a chance 
that the President will get part of 
what he wants. It’s not likely, how- 
ever, that he will be able to lay 
hands on strongly entrenched bureau- 
cracies such as the Bureau of Public 
Roads, Army Corps of Engineers, 
Interstate Commerce Commission. 

Although officially the first order 
of business in the House, the farm 
bill won't be ready when the session 
convenes Monday. The situation in 
the Agriculture Committee is chaotic. 
It is expected that the wage-hour 
bill will get the right-of-woy if 
Roosevelt can blast it out of the 
Rules committee in which it was 
bottled up last session. There's not 
much reason to believe that this 
House bloc can hold out against 
the White House long. 


Wide World 


PUTTING THE HOUSE IN ORDER—Workmen tidy the speaker's rostrum. 
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WORLD'S BIGGEST DIESEL-ELECTRIC PASSENGER LOCOMOTIVE—Recently 


delivered to the Union Pacific Railroad was the world’s largest and most powerful 


diesel-electric passenger locomotive. 


The monster locomotive is being put through its 


break-in tests, will go into regular service the latter part of December on the new 
Union Pacifie-Chicago & Northwestern streamliner, City of Los Angeles, operating 


between Chicago and Los Angeles. 
the largest of its kind. 


Seventeen cars in length, the new train will be 
The locomotive is comprised of three cars, each of which 


houses two 900-horsepower engines, and is capable of speeds above 110 miles an hour. 


if dead, it’s still a useful herring dragged 
across the path of compulsory crop con- 
trol. Supposing that the Supreme Court 
should throw out compulsory restric- 
tions, as many solons believe, either 
for strategic political reasons or be- 
cause of personal conviction, rejection 
would give the President a good reason 
to revive his demand for court reform. 
Collapse of Brazil's coffee control pro- 
gram also is a popular talking point. 
Whether Congress will include com- 
pulsory control in the farm bill this 
year is a wide open question. There's 
a disposition to assume that ,if benefit 
payments are sufficiently attractive the 
farmers will play ball, and that process- 
ing taxes can be relied upon to raise the 
money. Even business recession doesn't 
introduce a jarring note in this happy 
philosophy. The food and — in- 
dustries can be depended on for large 
processing tax revenues, when others 
might fail. But if Congress goes for 
compulsory control, it will probably dis- 
criminate; apply forcible restrictions to 
cotton and tobacco only. 
Administration proposals for revising 
the anti-trust laws are stil nebulous. It’s 
doubtful whether they will reach Con- 
gress until well along in the regular 
session. The President is driving at 
rices, which he blames for the tumble 
in business, but he'll need a long arm. 
The regional planning bills sponsored 
by Sen. Norris, Rep. Mansfield, and 
others will spring the power issue. There 
have been persistent rumors that Dr. 
A. E. Morgan, chairman and minority 
member of the Tennessee Valley Au- 
thority, is quitting, but close friends are 
or him to force a showdown 
on TVA affairs when the House Rivers 


and Harbors Committee takes up the 
scheme to multiply this organization by 
seven. There's more trouble ahead for 
the Administration on power if, as ex- 
pected, that young New Dealer, Rep. 
Lister Hill, wins over Tom Heflin for 
Justice Black's former Senate seat in the 
Alabama primary Jan. 4. With Hill's 
promotion, Rep. Andrew Jackson May 
of Kentucky will move up to the chair- 
manship of House Military Affairs, the 
committee that wipes TVA’s nose. May 
is an arch foe of TVA power and 
paternalism. To him it’s simply govern- 
ment in business and he’s agin it. 

When the session gets going, many 
bills now on the sidelines will be 
dragged into the field, either by the 
Administration to keep the ball rolling 
or by opponents of White House bills 
to cross-up Administration strategy. A 
handy check list was printed in Business 
Week, Aug. 28, page 15. 


Auto Prices Steady 


Story of a cut by Plymouth is 
a mistake. Prices are firm, 
sales are good. 


Detroir (Business Week Burean)— 
That story about Plymouth’s reducing 
its prices which was spread around the 
country this week is all wet. What 
happened was that Plymouth issued a 
Ee schedule to dealers and two days 
ater revised the list to bring it more 
into line with prices of competitive 
makes. The silioned idea that the 


automobile industry is on the verge of 
a cut in prices to stimulate ailing retail 
sales also can be tossed into the ash- 


can, if reliable inside sourc 
believed. Present costs of 
would prevent any appre 
tion in retail prices. Also 
feel that a small decreas: 
little if any additional bus; 
The truth is that reta 
aren't so bad as market-s 
think. Sales in October 
than those in the correspon 
a year ago. In some cas 
far ahead; Pontiac delivered 
more than twice as many H 
ever, the industry will have to | 
to equal last year’s record N 
ber and December. Alread 
ing behind a bit. But thar 
to get too alarmed about 
booming abnormally at end of 
Car production is anot 
What happened is that 
were made more quickly thar 
fore, and assembly lines hit 
in record time. Consequent 
were stocked in surprising! 
der, and output now must b< 
considerably for the next 90 days 
fact has its pleasant aspect too 
during a lean winter the C. I. O. isn: 
so likely to raise too big a fuss 
Show attendance around the countr 
with the exception of Chi 
from a year ago. But that doesn't 
too much. After all, the shows 
offer a great deal to “draw ‘em 
The real show of the year is the ( 
cago show, which drew record-breakir 
crowds this week. 


Say, “Don’t Pay Tax” 


Most manufacturers are held 
immune from gross receipts 
levy in capital. 


CONFUSION among toilet goods mans 
facturers over the District of Colus 
bia’s gross receipts tax, which ws 
passed at the last session of Congress 
caused the Toilet Goods Associatx 
Inc., to address a communication to 2 
members this week, explaining the stand 
it took on the act. 

According to the act, everyone “cr 
trying on or exercising for gain or & 
nomic benefit, either direct or indirect 
any trade, business, profession, voc 
tion, or commercial activity’ in © 
District of Columbia is required to 0! 
tain an annual $10 license, to file a 
annual return, and pay a tax of 2/5" 
on his gross receipts in the District. 

Since most manufacturers sell in the 
District of Columbia only through sales 
men, who send orders back to a home 
office in some other state, it Ss‘ 
association’s belief that their tran 
tions are not taxable, and that nei 
should the license be taken out 10° ° 
return filed and tax paid thereon 
a manufacturer had offices, warehouss 
or bank accounts in she District 
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bia. however, he might be held 


to the tax. 
At the proper time” a test will be 
. says the association, and the 


ae will be presented whether Con- 
passed the act in the capacity of 
legislature, or as the Congress 


. 
e United States. If it was acting 


THIRTEEN years ago, at the end or an 
wccesstul rebellion in Munich, 
Adolph Hitler, then a comparatively 
sure Austrian living in Germany, 
s thrown into prison by German au- 
thorities. As the self-styled leader of 
- newly organized National Socialist 
ty, he spent his time during the nine 
ths before he was released writing 
; autobiography. And in it he wrote 
e program tor his party—the Nazis 
) ule Germany today. 


Hitler's Autobiography 


It may be unfair to hold any states- 
in fully responsible for words and 
snow 13 years old, but European 
velopments of the last few months so 
sly follow a pattern outlined by 
ler in his autobiography that some 
his thoughts are worth quoting for 
further prediction which they con- 


It is not by flaming protests that 
pressed lands are brought back into 


Buropecn 
TOOL in Hitler’s hands (and Mussolini's) 
ws been Gen, Francisco Franco, Spanish 
tehel leader, Britain’s appointment this 
week of a commercial agent behind 
Franco's lines is virtual diplomatic recog- 
“ton, may mean Britain is trying to 
Heal Franco from Hitler. 


\azi-Italy-Jap Pact Looks to War 


So-called “anti-communist” treaty is only a front for 
a military alliance to carry out Hitler’s ambition 
for seizure of Russian territory. 


1937 


as a state legislature, the tax would 
invalid as applied to most of the asso- 
ciation’s members because it would be 
imposing a burden on interstate com- 
merce. And if it was acting as the 
Congress of the United States, the tax 
would be void because it is not uniform 
throughout the country. 


Kuropean 


QUESTION MARK in Hitler’s plans is 
Poland's dictator, Marshal Rydz-Smigly. 
Germany cannot go far in central Europe 
without Poland’s aid—or subjugation. 


the embrace of a common Reich, but by 
a sword ever ready to strike. It is the 
task of the leaders of a nation, in their 
domestic policy, to forge that sword; in 
their foreign policy they must aim at 
the work of forging, and they must 
seek comrades. 

“No nation on earth holds a square 
yard of territory by any right derived 
from Heaven. Frontiers are made and 
altered by human agency alone. The 
fact that a nation succeeds in acquiring 
an unfair share of territory is no supe- 
rior reason for its being respected 
forever. 

“We National Socialists have delib- 
erately drawn a line through the pre- 
war tendency of our [German] foreign 

licy. We stem the Germanic stream 
towards the South and West of Europe, 
and turn our eyes eastward. We have 
finished with the pre-war policy of 
colonies and trade, and are going over 
to the land policy of the future. When 
we talk of new lands in Europe, we are 
bound to think first of Russia and her 
border states... . 

“The military results of an alliance 
with England and Italy would be di- 


OBSTACLE in Hitler’s path is Eduard 
Benes, Czechoslovakia’s President, who 
stands uncompromisingly opposed to Ger- 
man expansion toward the East. 


rectly opposite to those of one with 
Russia. The most important one is the 
fact that a rap with 
two countries would not at all mean a 
risk of war.” 

In the nearly five years since he 
became chancellor, Hitler has moved 
steadily toward the accomplishment of 
his dreams, but until now practically 
everything could be done internally 
without the probability of interference 
by foreign powers. The Reich has re 
armed in the air and on the sea; it has a 
huge trained army; it has reoccupied 
the Rhineland; it has denied the war 
guilt in the Versailles treaty. It has not 
yet laid claim to its former colonies, but 
Berlin has made it plain that this claim 
is to come next in spite of Hitler's de- 
nial 13 years ago that Germany would 
reclaim its colonial empire. 


these 


procbenient 


Germany’s Colonial Aspirations 


Germany now has three types of co- 
lonial aspirations. The first is frankly 
advnitted in Hitler's autobiography. 
National Socialist ideology demands 
that the territories in Europe which 
were cut off from the Reich by the 
treaty of Versailles and in which Ger- 
man minorities live be restored. This af- 
fects Belgium, France, and Denmark, as 
well as Poland and Czechoslovakia. The 
enlarged dream of including within the 
Reich all Germanic peoples includes 
Austria and—ironically—Italy, which 
has on its northern border the German- 
speaking South Tyrol territory which 
was taken from Austria-Hungary. 

Germany's second claim—for the 
former colonies abroad—is a new de- 
velopment in Hitler policy and is 
probably being made now for bargain- 
ing purposes. It is doubtful if it 
has replaced in importance the Na- 
tional Socialist dream of building a 
Germanic empire within Europe, by ex- 


— 
7 
a 
i 
— ~ 
ym 
a 
q 
> 


16 


ansion in southeastern Europe—Hit- 
fer’ third, really important, ambition. 

This is the consideration which 
causes Europeans to attach so much im- 
portance to the announcement this week 
that Italy has definitely joined the 
German- Japanese anti-Communist pact. 
Japan has had its day in the Far East 
because Germany and Italy completely 
occupied British and French attention 
in Europe. Hitler moved unopposed 
into the Rhineland while Mussolini was 
carving an empire out of East Africa. 
Together they have vastly strengthened 
their bargaining position by threatening 
the lifelines of empire of both France 
and Britain in the Mediterranean. 
Britain was afraid to act decisively in 
Europe for fear it would expose her in 
the Far East; France won't move alone. 


Fear Reich Move 

Six years ago, the world’s three great 
“have not” nations were Japan, Italy, 
and Germany. They set out individu- 
ally to remedy the situation; as matters 
developed, each was an aid to the ambi- 
tions of the others. Japan has more or 
less satisfied its ead ambitions. So 
has Italy. But Germany has not yet 
gained any territory. It is the fear that 
the Reich is preparing to move next— 
and soon—that is alarming Europe. 

Unemotional observers declare that 
Germany can occupy Austria almost any 
time, now that there is a new under- 
standing with Mussolini, without caus- 
ing a conflagration in Europe. There 
are even those who claim that neither 
France nor the Soviet Union would take 
up arms against the occupation of Ger- 
man Czechoslovakia. It 1s still possible 
that Hungary and Poland can be coaxed 
into the fascist bloc. But beyond this, 
it is doubtful if Germany can move east 
without starting trouble. 


Behind the Pact 


Until the anti-Communist pact this 
week, London was counting on weaning 
Italy from the Rome-Berlin axis. It ex- 
pected that recognition of Ethiopia and 
a loan would buy off Italian domination 
over Franco and the strategic Spanish 
peninsula, once his victory is concluded 
(near the end of the year, according to 
the best informed British and French 
opinion). But the fear is developing 
now that behind the new Japan-Ger- 
many-Italy pact is a military accord 
which Britain cannot outbargain. If 
this is the case, it simply becomes a mat- 
ter of time before trouble breaks. 

Most worried of all the capitals is 
Moscow. It is true that the Communist 
bogey is nothing more than a thin veil 
to hide the real expansionist ambitions 
of the three fascist powers, but it is not 

ssible for the Kremlin to forget 
apan's threats of the last six years and 
the steady bombardment of invectives 
from Berlin. Russia believes that Ger- 
many is preparing for an attack which, 
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of course, must take German forces 
across the region along the Danube 
which Germany hopes also to control. 
And Moscow is certain that the attack 
will come from two sides when it comes 
—-from Japan in the Far Fast and from 
Germany in Europe. The new tie with 
Italy helps to acta the one big 
western power which has a loose tie 
with Moscow—France. Britain remains 


the key to the situation. Should London 
come to terms with Germany, or feel 


Business Werk 
GIANT GAS TANK FOR’ BOEING 
CLIPPER—One of the six immense fuel 
reservoirs that will be installed in each 
of the 72-passenger transoceanic clippers 
now under construction at the Boeing 
Aircraft Company in Seattle for Pan 
American Airways. The huge tank is one of 
a pair that will be housed in the 152-foot 
wings of the clipper. It is approxi- 
mately nine feet long, holds 600 gallons. 
Four other tanks even larger, holding 
750 gallons each, will be built into the 
clipper’s hydro-stabilizers — the short 
stub-wings which ride the water during 
takeoffs and landings. In all, six of the 
41ton flying beats are production. 
Two are in advanced stages of construc- 
tion — the Aflantic Clipper the 
South Seas Clipper, destined for service 
on the two major oceans of the world. 


sufficiently secure to hold aloof, Mos- 
cow knows the hour will have come. 

Trouble will not be precipitated im- 
mediately. Each nation is afraid to 
start it. Each is still maneuvering for a 
better position. But the week's devel- 
opment is serious. If Italy is really so 
closely tied to Germany and Japan in a 
military pact as is believed, it precludes 
all possibility of an Anglo-Italian agree- 
ment and lines Europe up into two 
dangerous camps with no way of break- 
ing it up except, ultimately, by war. 
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Debate Air Fares 


T.W.A. offers an excursion 
but United says that no ey ; 
justified. 


THE aviation industry was talkino 
travel fares again this week. pyr) 
cause of a new round-trip ¢ 
rate ordered by one of th 
continental lines and partly 
is the season for such dis on 
Reduced fares would be a fin. 
to compensate for the seaso: 
passenger preferment, if it \ 
the difficulty of getting th: 
again in the spring with 


considerable resentment. [as , 
Transcontinental & Western Aj; 
duced rates as winter set in, but Up) 


American Airlines, and others 
During the spring they al! 
again on a midway basis, with TW 4 
increasing a bit and the others red 
ing. 
T.W.A. Announces Discount 

This week T.W.A. again = ste 
one-way fares for round-trip winter 
excursions which begin on any Mond 
or Saturday and are completed wit! 
15 days. The fares are approximat 
what railroad-plus-sleeper 
in some cases they are slightly higher 
but for coast-to-coast trips 
lower. 

First competitor to make 
announcement was United: 
that increased operating costs \ 
ing fares on railroad and 
lines and that air lines could not 
pected to reduce rates. It a 
T.W.A .this way: “United is not 
fied that making a 15% 
below the present round-trip fares : 
are now allowed on all airlines 
making this reduction good 
two days a week, is the answer \ 
airlines problem, or of material benct 
to the public.” 

Other big lines, at least for the ' 
being, held their peace 
rates. 


nd 


World’s Fair Savings Club 


“SAVE today to see the world of ton 

row” is the theme of a new saving 
club program devised by the mani 
ment of the New York World's ! 

for 1939. Grover A. Whalen, preside’ 
of the Fair Corp., has invited 17 
banks in the 48 states to cooperate 
a plan which provides for clubs w! 
will accumulate between now and Ap 
1939, $40, $80, $160, $240, § 

$400, and $800 with week!) payment 
of 50¢, $1, $2, $3, $4, $5 
Banks may set up other classes if 
wish. The plan is similar to the © 
mas Fund Clubs which are wel! kno" 
throughout the country. 
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|. S. Must Pay If It Wants Ships 


Kennedy’s frank report says private owners cannot 
provide the money, Wants shipping law amended. 
Expects ultimate government ownership. 


Reporting that labor conditions 
aboard ship are deplorable and dis- 
graceful, the commission submitted two 
recommendations. The first, to which 
Joseph Curran, of the National Mari- 
time Union, previously had registered 
ill-tempered opposition, proposes estab 


Pale 
iat no cut is 


lishment of a mediation board similar 
trip ex <ysHincTON (Business Week Bureau) on the report's obvious “open door” to that which functions so effectively 
th g Pride and patriotism will be outraged to government ownership, Kennedy in railroad labor disputes. This is in- 
ly Joseph B. Kennedy's frank report blurted: aa tended to prevent strikes. Training of 
‘ the merchant marine. He doesn’t If you want ships, either for for- 500 youngsters a year to follow the 
be a fine x julge in any fancy talk or flag wav- eign trade or defense, and nobody can sea also is proposed. Enlisted in the 
ise “It’s a losing business and as a get the money to build ‘em, how are United States coastguard, they prob 
t ice proposition justifies subsidy only you going to do it?” ably would later be employed by the 
ne «quse of its importance to foreign The survey and report, completed at government and prohibited from strik 
the .de and national defense. 5 a.m. last Monday, Kennedy said was ing. 

Last Important amendments are suggested “the toughest job I ever had in my The commission has drawn up a 
tern Air the “unscientific” Merchant Marine life, without any reservations whatso- schedule of 23 trade routes deemed 
n, but Ur t of 1936 “to give private ownership ever.” essential to proper development of for- 
the ery Opp rtunity to succeed.” But the He never wants to hear about it  cign trade. It has turned thumbs down 
ls g port points straight to government again as long as he lives but anybody on development of tramp shipping and 
with TWA vnership as the probable eventuality. who'd try to keep him from tangling construction of more superliners. The 
others red he Maritime Commission condensed with labor unions and Congress in de tramp is losing ground and the super- 

0,000 words of documentary surveys fense of his recommendations would liner is confronted with the potential 
{0,000 and these were compressed have his hands full. He's not resign- competition of flying boats. The com- 
iscount 26 by Chairman Kennedy. Quizzed ing—soon, he said. mission would like to assume responsi- 
discount { 
d-trip How the Maritime Commission Sees the Ship Lines 
Bs M Three All Set Lines, San Francisco to Orient and round- quired by and route will be continued by 
/- . the-world, 14 vessels. (Number of vessels Grace §.S. Co.; Gulf Mail S.S. Co., New 
Approx “Three have sufficient financial strength sown is that covered by cancelled mail Orleans to Mexico, is expected to discontinue 
insure successful operation for an contracts.) after existing commitments expire; Gulf Pacific 
ightly hig indefinite period” : Two Changing Routes Pacific Coast to Puerto 
Ips Oceanic Steamship Co., Pacific Coast to and has 
Australia, 2 subsidized vessels; Grace Line, Two lines operated in foreign trade foreign trade calls, domestic trade being con- 
| North Adlantic ports to West Coast of South by the American Line S. S. Corp. and tinued by affiliated interests; Lykes Bros. S.S. 
a America, 6 subsidized vessels; Eastern Steam- the Panama Mail S. S. Co. are no — sagt iogey to West Indies and South 
. ship Lines, New York and Boston to Nova longer eligible for subsidies. . é age ry oon acquired and — aa 
sts Scotia. and New Brunswick, 4 subsidized BPoemoyal of the aid . makes inad- concenEs by Lykes Bros.—Ripley S.S. Co. ; 
Oceanic & Oriental Navigation Co., Pacific 
ld Ss . visable . . . further operation of ther Coase to Australia and Far East, has been 
Ids Six Getting Set six vessels in the intercoastal trade. liquidated, route may be continued in part 
ore, operators are considering vy Oceanic §.S. Co.; dri 


now in contemplation, six are expected 
to continue to operate successfully un- 
der the Act and to carry out a con- 
servative building program, barring 


sels to the New York-Venezuela route 
and the «American Line S. S. Corp. 
vessels to the New York-East Coast of 


liquidated, route discontinued; Tampa Inter- 
ocean §.S8. Co., Gulf t West Medicerranean, 
business to be conducted by Lykes Bros.— 
Ripley S.S. Co., successor company. 


. South America route.” 

0d catastrophic losses caused by strikes or = a x 

nswer t other disturbances or casualties”: Four May Be Lost Seven Peculiar Problems 

terial be ' South = “Four probably could join in the “Seven lines present peculiar prob- 
Ne ward r subsidy program if certain foreign-flag lems which may have to be met by 

sidized vessels; Export Steamship Corp., North : 

for the Atlantic to Mediterranean, 18 subsidized ves- liliations and other operating features merger or consolidation with other 

d which Congress has deemed objection- companies, by substitution of vessels 


sels; Mississippi Shipping Co., New Orleans 
and Gulf to East Coast of South America, 
9 subsidized vessels; Lykes Bros.—Ripley S.S. 
Co., Gulf ports to Europe, Far East, West 
Indies, and South America, 54 subsidized ves- 


able are waived. . They may ulti- 
mately be lost to American registry by 
transfer to foreign flag operation”: 


United Fruit, San Francisco to Central 


or transfer of vessels to other routes, 
or by realignment of existing routes”: 

Baltimore Mail S.S. Co., Baltimore to 
Europe, 5 vessels; Colombian S.S. Co., New 


iS ; sels; New York & Cuba Mail, New Yor’ America, New York to Central America and York to Haiti, Jamaica, Colombia, and Canal 
Id of te to Cuba and Mexico, 3 subsidized vessels; Wrest Indies, 6 vessels; Waterman S.S. Corp., Zone, 3 vessels; States $.S. Co., Pacific Coast 
new saving Gulf ports to Europe, 13 vessels; American Orient, 8 vessels; American Diamond Lines, 
the manag era > a, oe ve acres West Africa Line, New Yorkeand Gulf ports North Atlantic to Belgium and Holland, 8 
. ». | to West Africa, 8 vessels; South Atlantic vessels; American Mail Line, Seattle to 
Worlds | Two Trying S.S. Co., South Atlantic ports to Europe, Orient, 4 vessels; American Scantic Line, 
en, pres x 6 vessels. (Number of vessels shown is that North Atlantic to Scandanavian and Balti 


“Two .. . operating over important 


covered by cancelled mail contracts.) 


ports, 7 vessels; Pacific, Argentine-Brazil Line, 


~ trade routes are not at this time ina ¢ P Pacific Coast to East Coast of South America, 
=e ga’ position to embark upon a satisfactory Seven Passing Out 6 vessels. 
: 7 Program. However, upon completion “Seven have already been or are 
w and Ap of reorganizations, mergers or recapi- about to be eliminated . . . in accord “These lines have not as yet presented 
$240, $ talizations now under consideration, it with the commission's desire to sim- sufficiently definite assurances indicat- 
ly payme is believed possible that the routes cov- plify corporate structures, eliminate ing that they are in a position to sat- 


ered by these lines can be restored to 


non-essential services and consolidate 
essential routes”: 


isfy all essential conditions.” [Condi- 
tions cover sustained earning capacity, 


asses if t a sausfactory operating basis”: . 
o the ( Munson §.S, Line, New York to East Coast Atlantic & Caribbean Steam Navigation replocement of older vessels, essentiality 
well know of South America, 4 vessels; Dollar S.S. Co., New York to Venezuela, has been ac- of routes. ]} 
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bility for development of over-water 
flying. 

Of the 31 lines which formerly re- 
ceived mail subsidies, only nine are rea- 
sonably certain of continuing under the 
new subsidy program. This heavy mor- 
tality is attributed to the hesitancy of 
private capital to invest in the indus- 
try—‘a weakness which seems unlikely 
to be remedied,” and to the high de- 
gree of obsolescence of existing ton- 
nage. Three of the nine companies 
likely to survive do not require any 
new ships now. ‘The other six need 
66 new vessels. They have assured the 
commission that they are ready to em- 
bark on construction of 60 vessels in 
the next five years, provided that the 
down payment is cut from 25% of 
American cost to 25% of foreign cost, 
and that the government put up a con- 
struction subsidy of at least 406% and 
“satisfactory’’ operating subsidies. Such 
plans, the commission points out baldly, 
are no guarantee of achievement. 


Replacement Problem 

Pointing to the vacillating attitude of 
the American public towards the mer- 
chant marine in contrast with the heavy 
interest in shipping of foreign govern- 
ments, the commission asserts that the 
replacement ry will be solved “by 
rivate building if possible, by public 
Pailin y if necessary.” It says the ob- 
jects of the Merchant Marine Act are 
“more likely’ of attainment if it is 
amended to provide that the contractor 
be protected against cancellation of sub- 
sidies without just cause; that the down 
payment on new construction be changed 
from 25% of domestic to 25° of tor- 
eign cost; that the sales price include 
interest during construction upon that 
portion of the commission's payments 
which represent the foreign cost of the 
vessel; that where the construction dif- 
ferential is more than 50%, operators 
be permitted to build abroad; that the 
provision for recapture of profits by the 
government be based on a 10-year in- 
stead of a five-year period; that the 
contractor be permitted to increase his 
reserves; that the commission's power 
to relax restrictions relative to subsid- 
iaries and foreign-flag affiliations be en- 
larged; and that it should be given dis- 
cretionary power to waive the $25,000 
salary limitation. 


Public Has to Foot Bill 


The public has to foot the bill for 
a merchant marine. The ship owner 
is forced to produce according to the 
American standard of living and to sell 
his services, meanwhile, in the world 
market. It is safe to assume, the com- 
mission stated, that the majority of the 
subsidized services would disappear if 
government support were withdrawn. 
The cost of subsidizing public owner- 
ship and operation is roughly estimated 
at $25,000,000 to $30,000,000 a year. 
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BARGAINS—BUT NO BUYERS 


Raw Materials Go Begging After a 33% Drop 
31, 1931-1007 
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Jan. Feb. Mar. Apr. 


Data: Moody's Spot Price index of 15 Commodities. 
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BASIC BAROMETER—Here’s 


the crux of 
important curve to watch for the turning of the tide. 


the current business stalemate—the a 
Until buyers are convinced that 


raw material prices have hit bottom, they will continue to sit on the sidelines. 


If the lines can’t make needed replace- 
ments on this basis and the government 
is forced into an extensive building pro- 
gram, the amount will be substantially 
increased, the commission says. 

Shipowners are taking the report 
more calmly than is the press. They 
have been in the busiress ie years and 
are friendly toward the commission but 
they think Mr. Kennedy and President 
Roosevelt are governed too much by 
their impatience. Shipping companies 
say they can't be justly criticized for 
not coming through with down pay- 
ments on new vessels. For various 
reasons: The Maritime Act imposes re- 
strictions which the companies regard as 
untenable. Boards of directors will not 
put their own or stockholders’ money 
down on ships that may not be patron- 
ized because of the bad labor situation. 
While the government is justified in 
calling for an enlarged merchant marine, 
such expansion is not regarded as eco- 
nomic or practical from the standpoint 
of many companies. There is some fear 
also that they will be legislated out of 
business, that Congress eventually will 
ask what routes are defense routes and 
lop off the rest. 

Mr. Kennedy’s report is criticized by 
some as poor salesmanship. If he ex- 
pects the public to buy a merchant ma- 
rine he has not inspired much confi- 
dence in the nucleus around which the 
merchant fleet must be built. Shipown- 
ers are not impressed with the view- 
point that the commission’s report 
points to government ownership as in- 


evitable. For 20 years the ¢ 

has owned a controlling 
shipping, but, as compared 
investments and outlays 
branches of industry, agriculture 
banking, it is nothing extraord 
They profess willingness to cooper 
with the commission but they want 
acceptable law and want labor 
from tying up ships. Mr. Kenne 
would like immediate action by Congres 
but he has asked for an argument 


Packer-Tanner Clash 


Struggle over hide prices is 
somewhat eased by action of 


Swift & Co. 


TANNERS for weeks have been refusing 
to pay the prices asked by the 
four” meat packers for hides, and ' 
packers have been equally stubborn 
refusing to cut prices (BW 
p61). But finally, Swift & Co. decd 
to sell “at the going market 
week's intake of hides. 

This action didn’t at once brin 
ners and packers together on the f 
ideas, for Swift still was asking ado 
1¢ a Ib. more than the tanner-manut# 
turers were willing to pay. But quo 
tions in the Chicago market no longe 


part; 0 


were something like 4¢ a lb. 4 
longer was the market strictly a nomi 
affair. 
The situation this week, as bidders 
began to nibble, was that Swift & G 
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“In supplying the New York metropolitan 
market with the freshest, safest milk 

posible, our accounting control must be extremely 
flexible, accurate and fast. We rely on the ‘Comptom- 
eter’ to keep our figure work synchronized with the 
high speed of our product movement,” states Mr. 
Robert E. Crowley, Comptroller of the Sheffield Farms 
Company, New York City, world’s largest dairy 
company. 


“The ‘Comptometer’ Peg-Board method, used at all 
our branches, enables us to eliminate all unnecessary 
posting of figures from one record to another by using 
original figures to produce final results. This method, 
coupled with the high speed of the ‘Comptometer,’ 
has effected substantial savings in both time and 
actual money, 


“The tremendous volume of figure work is apparent 
when it is realized that our milk is gathered from 100 


rural stations, then shipped and distributed through 
more than 40 distributing branches, over almost 3000 
routes, totaling nearly 1,000,000 daily deliveries. The 
entire product is inventoried, balanced and checked 
daily. The ‘Comptometer’ enables us to maintain a fast, 
accurate control of figures at all times.” 

* * * 


Tributes to “Comptometer” efficiency and economy, 
from large and small concerns in every industrial 
field, attest the importance of ““Comptometer” 
methods wherever work in figures is concerned. 

Permit a representative to show you, on your 
own job, how the “Comptometer” can save your time 
and money. Telephone your local “Comptometer” 
office — or write direct to the Felt & Tarrant Mfg. 
Co., 1733 N. Paulina St., Chicago, Illinois. 
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ARMCO DEDICATES NEW LABORATORY—Last week Ameri- 
can Rolling Mill Company called some 350 industrial research 
executives and editors to Middletown, Ohio, for the dedication 
of the company’s new streamlined research building. 
by the Austin Company of Cleveland, the building itself is a 


was offering October hides at 164¢ a 
lb. for light native steers; 16¢ for butt 
brands; 154¢ for Colorados; 13¢ for 
the light native cow hides which are the 
basis for futures trading in the Chicago 
market; and 123¢ for branded cows. 
The tanners for some time didn’t come 
up to the packing house's asking price 
for spot hides, but they were doing a 
little buying in futures to protect their 
more distant requirements. After these 
more or less arm’s-length gestures, 


Erected 


air-conditioned. 


buyers and sellers got together for a 
fairly substantial business. 

The effect of Swift's decision to sell, 
week by week, its weekly intake of hides 
was twofold: it protects the market 
from the shock of having to absorb sup- 
plies accumulated since early in August 
when the deadlock became apparent, 
but it dropped prices sharply ie re- 
cently prevailing nominal quotations. 

The trade is inclined to believe that 
the market will remain jumpy for some 


=> 


| 


| 


A million-gallon tank was constructed 
of wrought iron because purity of 
water was essential. Whether it's purity 
of water or long tank life—wrought 
iron can give you both, because it 
is much less affected by 
corrosion than ordinary 
ferrous metals. The facts 


BYERS 


ou and your engineers want are in 
e Use of Wrought Iron in Tank Con- 
struction.” Write for a copy. A. M. Byers 
Company. Established 1864. Pittsburgh, 
Boston, New York, Philadelphia, 
Washington, Chicago, St. 
Louis, Houston, Seattle, 
San Francisco. 


GENUINE WROUGHT IRON TUBULAR AND FLAT ROLLED PRODUCTS 


Specify Byers Genuine Wrought tron Pipe for corrosive services and Byers Steel Pipe for your other requirements 


Photo ¢ 


practical demonstration of the use of sheet iron. sheet 4 
strip steel, and stainless steel in construction. TT), 
mately one hundred laboratories, offices, and confer nee rooy 
have the most complete and modern equipment ani are {yl 


approy 


time to come. For their pa: 

ers don't believe the hide a 
amounts to more than about 

while the Department of 
predicts that cattle slaught« 

won't be much if any larger ¢! 

in 1937 (which strengthens ¢! 
tical outlook for the future) 

ners, on the other hand, 
feel that even a healthy statistical ; 
tion is insufficient to support pric 
pending the time when the shoe bus 
ness picks up again. 


U.S. Cotton Record 


Crop estimate climbs again. 
reaching new high. Emphasize: 
crop control problem. 


NEVER has an American cotton 
been so favored by nature, and 
year each time the Department 
culture has estimated the tota! yx 
figure has been increased. T! 
dicated United States product 
Nov. 1 was 18,243,000 bales, the ! 
on record. A month earlier th« 
was 17,573,000 bales, while 
outturn was 12,399,000. 

Yet the cotton trade found on 
able aspect of this immense pr 
estimate—there is nothing w! 
happen to the crop now to 1: 
ultimate yield, and any furt! 
will be downward. In other » 
picked cotton is fully open anc 
to weather damage. There | 
a considerable loss if wea’ 
clement in the next couple o! \ 

Aside from damage, however 
prospect is that the cotton stat 
an average yield this year o! 
per acre. That’s an unpre 
figure; last year’s final was 
while the 10-year average from 
was 169.9 Ib. 

This year’s crop of 18,24) 
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the Supreme Court's refusal to review 
the Circuit Court's findings constitutes 
a significant victory for the AAA. 


«ill be harvested on a little over 34,000,- 
7 Last year’s 12,399,000 bales 
30,054,000 harvested acres. 
The previous record crop of 17,978,000 
ryles in 1926 was harvested from 44,- 
48,000 acres and —* a yield of 
98.9 Ib. per acre. Thus the 1937 record 
“ has been produced by 10,000,000 
‘ewer acres than the second high total 

The new estimate on this year’s cot- 
ton crop, carrying with it the prospect 
of a carryover of American cotton rang- 
ing between 10,000,000 and 11,000,000 
bales (probably closer to the higher 
fgure), once more throws crop control 
ato the limelight. It comes, however, 
it atime when the Department of Agri- 
auilture and investigating Congressional 
‘ommittees seem to have pretty well 
made up their minds on 1938 cotton 


acres. 
came trom 


Utilities Lose Suit 


Appeals court decides they 
must register. Now case is 
headed for Supreme Court. 


Broap federal regulation of utilities 
came a step closer this week when the 
Securities and Exchange Commission 
won another court decision directing 
holding companies to register. This 
victory was scored in a United States 
Circuit Court of Appeals verdict in 
New York which upheld the Federal 
District Court’s ruling that Electric 
Bond & Share and affiliates should reg- 


INVESTIGATE 
BUILT-UP WELDED 
CONSTRUCTION 
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vlerence teem egislation. — the 
and are full , is suit, institute the 
Qpposes Compulsory Control more than a year and a half ago, now | 
Sec. Wallace has come out against is headed for the Supreme Court. The | 
M compulsory control of cotton planting utility companies will Bowe asking | 
d ind marketing for next year; the House the court to consider the Constitutional- | 
ut whcommittee on agriculture, which is _ ity of all phases of Title I of the Public 
weighing legislation, has, almost glee- Utility Act of 1935; they will contend 
ter ne) fully, fallen in line, because the legisla- that they will be irreparably damaged if 
ger tl tors still are scared to death of compul- they register, because registration at 
ns the sion. once makes them subject to the “death 
e). The The effort to hold next year’s sentence” and all the other penalties of 
contin acreage below 30,000,000 (Wallace's the law. The SEC will insist that only 
‘atistic: innounced goal) will be made through sections 4 and 5, which require regis- 
pport pr benefit payments. and promises of Joans tration, are at issue—a contention 
he shoe gainst the surplus. Results will govern upheld in both lower court rulings. 
future cotton legislation—inability to 
urtail re by inducements are Four Important Possibilities 
expected to bring mew demands for As the situation now stands, there , 
cord punitive control. ; ; are four important possibilities: 
The cotton market's immediate reac- (1) The Supreme Court may uphold 
mbes ansia. tion to the 18,243,000-bale crop estimate the lower courts by declining to review 


Emphasizes 


was a flop of 50¢ to 75¢ a bale. Shortly 
ifterward, however, traders apparently 


their findings. That will force the util- | 


ities to register. (Many lawyers think 


an name happier in the knowledge that the high court will refuse to review, as | 
otton the worst now is over. In anticipation of the justices in the past have dodged | 
. and sot possible future downward revision of the sweeping decisions on the New 
nent of Ags estimate, prices rallied. New York spot Dealers’ power policies.) Such a deci- 
otal tton on Monday, the day of the report, sion might come down in a few weeks. 
T! osed at 7.97¢ a Ib. for a net gain of (2) The Supreme Court may decide 
roductio 12 points, wiping out earlier losses to to hear arguments on Constitutionality. 
5, the hig lose 60¢ a bale higher. In this case it may confirm the lower 
t the ¢ e courts’ findings, or it may bring in a 
He last \ . verdict of partial or total unconstitu- | 
Marketing Agreement Legal tionality. is course would require 
nd one [He old Agricultural Adjustment Act months. 
se pr was badly cut up by the Supreme Court's (3) If the high court doesn’t settle OVEN, ene of the fo Saat 
y wi cavy judicial sword in January of 1936, Constitutionality, the utilities will reg- | cators of steel products for over 50 
) increas ‘ut it wasn’t killed. The high court it- ister and start suing on the grounds years, offer in this booklet definite 
r C1 «it so ruled this week when it refused that they have suffered irreparable dam- cases wherein leading manufacturers 
er word ‘0 review a Circuit Court decision that ages by submitting to the act and are Saeagnet Ce cavity CeeIee a> 
1 and s processing tax sections had been entitled to Constitutional remedies. | | tien, ecquired wnits of greeter 
» may stil validated but not those providing for This would take a couple of years. strength ond lighter weight ond 
eat Is marketing agreements. (4) If the high court declares the : were enabled to take profitable ad- 
of weeks The suit was brought by the Secre- law unconstitutional, the New Dealers vantage of the wider Genibiiiy in 
however tury of Agriculture and sought to force almost certainly will start work on a <p ohare beget vega 
David Buttrj ond ether h ed construction makes possible. 
t W Suttric and other New Eng new one. esumi & its passage, the Write for your copy today. Address 
of 258.8 and milk dealers to comply with the power companies will start all over - Dept. S. 
npreced marketing agreement for the Boston again with litigation such as that which 
as 197 nilkshed. The dealers contended that the has attacked the present law. This fight L 0 KOVEN & BRO INC 
from 192 marketing sections of the AAA law had aa ~ 


een knocked out by the high court, but 


probably would last more than three 
years, possibly much longer. 
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Bethlehem Raps Labor Ruling 


Examiner in two steel company cases postpones op, 
of them, and his action may eliminate Em plover 


A TOWER OF STRENGTH 


Commercial 
Banking 


COMPANY 
16 WALL ST., NEW YORK 


FIFTHAVE.at 44TH ST. 57TH ST.ATMADISONAVE. 
LONDON: 26 OLD BROAD STREET 


Member of the Federal Deposit Insurance Corporation 


“C case” was dis 


Representation Plan from the struggle. 


Since Aug. 26, two notable National 
Labor Relations Board cases have been 
regarded by most observers as Siamese 
twins, linked by the fact that they 
both referred to the same labor group 
(Steel Workers Organizing Commit- 
tee) and the same big business enter- 
prise (Bethlehem Steel Corp.). This 
week they were skilfully cut apart— 
and vehement protests by the company 
and the Bethlehem Employee Repre- 
sentation Plan attorneys are expected 
to result not only in charges of unfair 
treatment against NLRB but possibly in 
a test case in the courts. 


Hearings Consolidated 


What happened was this: charges 
of unfair labor practices were filed 
against Bethlehem some three months 
ago by SWOC, which also petitioned 
for certification as the bargaining agent. 
The board ordered hearings on both 
cases (known as C-170 and R-177) to 
be consolidated. The hearings duly got 
under way, before Trial Examiner 
Frank Bloom, and had run for eight 
weeks up to Nov. 8. The Employee 
Representation Plan was granted the 
right to intervene in the “C case”— 
the one referring to discrimination; 
but it was not given any status in the 
“R case.” Thousands of words of 
testimony, and plenty of argument by 
company attorneys, headed by Hoyt A. 
Moore, and by attorneys for the unions 
and the board, went on the record. 

Big headlines greeted the early 
testimony, which was taken in Johns- 
town and had to do with charges that 
the company, the Johnstown Commit- 
tee, Mayor Shields, Burgess Sewak of 
Franklin Borough, and others were 
linked in a strike-breaking combination 
during last summer's strike at Bethle- 
hem’s Cambria plant. Public interest 
was high; it fell off when the hear- 
ings were moved from Johnstown to 
Allentown, and when it delved into 
testimony which concerned legal points 
and which didn’t feature big names. 


| All this time the company realized that 


BANKERS TRUST. 


it was defendant in two cases, and laid 
its battle plans accordingly. 

Mr. Moore's consternation this 
week was evident, therefore, when Mr. 
Bloom granted a request by SWOC 
that the “R case’’ be tabled until the 
sed of. In other 
words, if the board in the “C case” up- 
held the discrimination charges and 
the accompanying assertion that the 
E.R.P. was company-dominated, this 
ruling would cut the E.R.P. out of the 


| succeeding hearings in the “R case” on 


representation certification, and wo, 
reduce the opponents to two: Be: 
lehem and SWOC. 

The company’s attorneys asked 
adjournment so that the Bloom ¢¢ 
sion might be protested to the bos: 
in Washington; this was denied. The 
the hearings moved on again, althous! 
a bit haltingly, as Attorney Moore a; 
ahead without a chance to appeal, . 
that he needed time to decide whethe- 
to take his appeal “to any court that | 
feel is open to me.” 

Whatever the outcome of the hea 
ings, therefore, it is felt by neutr 
observers that Bethlehem is ready : 
go to bat on the subject of 
upon proper jurisprudence.” 

With the bare announcement of def 
nition of objective, by which Examine 
Bloom set his course to disposal of on 
set of charges first and subsequent pic 
ing up of the representation argument 
the layman was left wondering abou 
the various reasoning behind the mov 
His bewilderment was understandab' 
when it became apparent the compar 
attorneys also were dumbfounded 

If one consults SWOC and its px 
ent body, C.1.0., however, a differen 
account is given, and one less mysti! 
ing. Lee Pressman, chief counsel for 
the C.1.O. unions, says that he wro 
to the board after the charges wer 
filed, suggesting that proper procedur 
would include hearing of discrimic 
tion charges first, on the ground ¢! 
if the E.R.P. were a company-dom 
nated union it could not legally ent 
an election contest. This letter, accor: 
ing to Mr. Pressman, was written | 
mid-August, before the hearings beg 


treéspas 


Examiner Splits Cases 


The board, however, ordered con 
solidation, apparently with the purpox 
of saving time in getting testimony 10’ 
the record to show that Bethlehem w: 
largely engaged in interstate commer 
thus giving the board jurisdiction 0 
both cases. When the groundwork ha 
been covered, the cases were split. 5 
they were not split by the board; i 
not act at all. Examiner Bloom did ¢ 
dividing on his own responsibility, afte 
petition by SWOC. 

Chances that the board will revers 
Examiner Bloom were felt in Washing 
ton this week to be slight, almost 10 
existent. Hearings will continue, Ww 
the record carrying the company p® 
test, joined in by the E.R.P. W hethet 
the Bethlehem cases bring up not 
big test in the courts remains to be see 
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Code of Picketing 


San Francisco unions prepare 
self-regulation plan, after beat- 
ing hostile ordinance. 


san Francisco employers, hopeful of 
sexce on the labor front, this week 
were waiting to see what labor itself 
ould do to regulate mass a 
Beaten last week at the polls was a 
soposed —_anti-picketing ordinance 


vored 73,508 of the 161,021 votes cast 
ind that labor might take heed of such 
substantial support. 

Labor unions are setting out to do 
ast that, in the opinion of many ob- 
ervers. A joint committee under di- 
ction of the San Francisco Labor 
Council and the Building Trades Coun- 
| is at work on a self-governing pro- 
sam which it hopes to complete by 
Dec. 1, and it is expected that mass 
vicketing and violence during strikes 
will be more rigidly controlled than 
eretofore. 

Business also learned this from the 
vote: the severity of the proposed ordi- 
nance did more to sway public sym- 
cathy for labor than the arguments of 
abor itself. 
vould, to all practical purposes, have 
tied and gagged a striking union. 
lt would even have prevented sales of 
bor newspapers near a struck estab- 
shment. 

While San Francisco union leaders 
wre busy over their new code (which 
they say will ban mass picketing and 
violence) the ineffectiveness of a picket 
ne, as such, is being demonstrated for 


igainst Oakland’s largest department 
sore, H. C. Capwell Co. Of the firm’s 
|.100 employees, more than 800 are 
rely passing through an A.F.L. picket 
une, and so are customers. 


Garment Chain Unionized 


into unions in many cities, hailed a 
hrs’ this week, when the United Retail 


‘or Industrial Organization, signed a 
closed-shop contract with Lerner Ladies 
Apparel Shops in New York City. It is 
the first contract to be signed in the re- 
tail ladies’ garment chain-store field, and, 
uke previous New York department 
store arrangements, it sets up a mediator 
for disputes. Ben Golden is the media- 
‘or. A notable point in the deal is the 
osed-shop provision, with all employees 
obliged to join the union and future 
uring to be done on that basis. Wages 
are to be increased 10%, hours set at 44 


both employers and labor across the bay | 
where the American Federation of La- | 
bor Retail Clerks’ Union is on strike | 
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| 


irafted to replace the one repealed last | 
ring, but business interests that spon- | 
red the measure pointed out that it | 


The measure, if enacted, | 


ReTalL employees, organizing steadily | 


Employees, affiliated with the Committee | 
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Thousands 
of installa- 
tions in fac- 
tories, shops 
and ware- 
houses 
prove that 
Janitrol gas-fired Unit Heaters ?.. 
suspended from the ceiling . . . auto- 
matically controlled . . . protect em- 
ployees’ time, health, comfort and 
efficiency. Circulate warm air 
throughout the premises... eliminate 
time wasted in seeking “warm spots” 
..- Nocentral heating plant required 
..--no pipe and conduit heat losses. 
No wasted floor space. 


ejanitrol 
uniform 
comfort at- 
tracts cus- 
tomers... 
automatic 
control 
eliminates 
time wasted tending stoves and fur- 
naces ... No wasted floor space... 
No freeze-ups ... No frosted win- 
dows ... Latest improvements bring 
you handsome uniform design... 
positive automatic protection against 
overheating ... sonic silencers and 
other exclusive Janitrol features as- 
suring quiet operation. 

See your local pas company. Write 
for interesting booklet. 


anitrol 


UNIT HEATERS 
SURFACE COMBUSTION CORPORATION 
TOLEDO, OHIO 


30 years’ experience exclusively in gas 
heating and heat-treating equipment. 
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“Labor Disputes”—and a Boyecot 


Ex-Sen. Reed’s wife’s company and ladies’ garmey, 
workers’ union fight a critical case in federal cour, 


Does anti-injunction law 


Two old men, famous lawyers both, sat 


| in a courtroom in Kansas City last week 


while a puzzling labor case turned its 


| facets before a three-judge tribunal. 
| During a hot exchange between a 


woman witness and an examiner, one 
of the veterans turned to the other. 

“Let her go ahead and talk!” he 
snapped. 

“Thank you for speaking to me,” 
rejoined his opponent. 

“It’s under pressure,” said the first, 
ending the conversation. 

To most of the country, this would 
not make sense. But to Kansas City it 


_ was the high point of the court hearing, 


because Jim Reed (75) and Frank 
Walsh (73) had spoken to each other. 


Opponents of Long Standing 


They are noted opponents, not 
friends by any means. Forty years ago 
they tangled in street-car damage suits, 
with Walsh representing claimants and 
Reed on call by the company. That was 
only a starter; they both became famous 
when Kansas City’s most noted “mys- 
tery case,” the Swope trials, got ens nl 
way. Walsh defended Dr. B. Clark 
Hyde, Swope son-in-law suspected in 
the Swope deaths; Reed was a special 

rosecutor employed by Mrs. Logan 
wope. On opposite sides then, they 
still were when the New Deal came 
along and Reed, now a former Senator, 
took a Democratic walk with Al Smith. 
And they haven't been speaking to 
each other for the past few years. 

Thus loaded with personality (en- 
hanced by the fact that Reed is the hus- 
band of a chief figure in the present 
case), the labor problem had plenty 
to interest Kansas City no matter which 
way it went. It further was of high 
potential interest to the rest of the 
country, because of these facts: 

1. The argument was between an em- 
ug known for fair treatment of 
abor, and a union noted for its sta- 
bility and general good name. 

2. The Norris-LaGuardia act, which 
restricts the power of federal judges in 
issuing labor injunctions, was an issue. 
In these days it very seldom is men- 
tioned, while millions of words are 
spent defending or attacking the Wag- 
ner act. 

3. A brand-new federal law, passed 
by Congress only last August, might be 
tested as a result of the case. The law 
in question provides that when the Con- 
stitutionality of a federal law is chal- 
lenged, three federal judges must decide 
the issue. 

In the beginning, not all these points 


apply? 


could be made. The Donnelly Garmeo: 
Co. (operated by Mrs. Nel! Donnel); 
Reed, who is the wife of A 
Reed) was pretty well unionized dyri; 
the recent tide of labor organization, ).. 
not by an “outside” union. The cop 
pany asserts that the union is vigorous 
independent and claims affidavits fro; 
a large majority of employees stating 
that they are entirely satisfied wi) 
the wages, hours, and working cond 
tions. 

On the other side stands the Inte; 
national Ladies’ Garment Worke 
Union, strong and carefully managed 
with a treasury to use in organizing th: 
unorganized. The union says that th: 
Donnelly company improved wages and 
working conditions only under pressure 
from the I.L.G.W.U. and that there 
still plenty to talk about. But that wa 
not the main issue this week. 

Months ago, the LL.G.W.U. begir 


to tell all labor bodies in the Southwes 


that Donnelly was unfair. It approp: 
ated a chunk of money (variously ¢ 
mated at $100,000 to $250,000) f: 
the general treasury to get the publici 
rolling and to actively unionize 
Donnelly plant. The company wasn‘ 
much worried about being unionize 
but it saw the beginning of a boyco 
which might hurt, in the territory wher 
it sells dresses. It got a temporary in 
junction forthwith, to stop the un 
from issuing its charges. Judge Mer 
E. Otis of Federal District Court iss 
the injunction on July 5, this year, as 
overruled a motion by the union to dis 
solve the restraining order on Aug. |' 
He held that there was no labor dispute 
at issue and declared that the office: 
of the international were “‘waging wx 
against the company.” 


‘Plant Union vs. “Outsiders” 


Seeking to have the injunction mi: 
permanent, the company provided on: 
of the three main problems before ¢! 
court this week. Another was brougit 
up when the plant union applied ! 


an injunction against the LGW 
and also for an order to prevent ' 
company from dealing with the outs 
union. Then Attorney Walsh moved ' 
have the proceedings dismissed, 
invoked the new law governing 
of Constitutionality, because the Pp 
union had challenged the Nort 
LaGuardia act. = 
The judges this week, in adcition 
Judge Otis, were Judge Arba S. \ 
Valkenburgh of the U.S. Circuit Cour 


of Appeals, and Judge Albert | Reeves 


of the Federal District Court 
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“4 railroad is 95% man: the rest is rust and dust.”’ 


Thus spoke the president of a great railroad system. 
And what he said is equally applicable to many other 
American industries. 


Beyond argument, the machine age is here to stay. 
The most significant realization of recent years is that 
machine power and man power are inseparable in im- 
portance, The machine stands for tireless production; 
man for intelligent direction. The expression of this 
human intelligence reveals itself in—training! 


Here, in the wide field of modern training, the Inter- 
national Correspondence Schools fit into the great 
American system. 

No other institution in the American scene parallels 
the scope of service rendered by these schools. This 
statement is not made in any comparative sense, and 
certainly with no reflection upon other worthy educa- 
tional institutions, because 1.C.S. fits into a peculiar 
niche all its own. The reason is, the man who takes an 
1.C.S. Course is already engaged in the serious business 
of earning a living for himself and family. At the 
average age of 27 he has realized that if he is to make 


INTERNATIONAL CORRESPONDENCE SCHOOLS 


SCRANTON, PENNSYLVANIA 


progress on his present job, he must become more 
proficient on his present job. 

The course he studies under expert guidance was 
prepared by outstanding authorities. Its mastery re- 
quires hard work, self-sacrifice and everlasting stick- 
to-itiveness. And, day by day, he applies what he learns 
to the job he is doing. Increased efficiency and greater 
confidence are natural results. 

This increased efficiency benefits the employer as 
well as the student. Because this is true and widely 
recognized, more and more employers are turning to 
1.C.S. to provide training that will be of value to them 
through greater competency on the part of their em- 
ployees. An individualized plan of co-operation can be 
worked out for almost any industry, fitting into its 
policies and practices. All over the country Interna- 
tional Correspondence Schools are NOW working hand 
in hand toward the end of mutual benefit to employer 
and employee alike. Correspondence about this vital 
service is invited. An interesting booklet, **The Busi- 
ness of Building Men,”’ will be mailed to executives, 
free upon request. It is well worth reading. 


New York . Chicago . Philadeiphia . Washington San Francisco St. Louis Los Angeles 
avene Mexico City Honolulu Buenos Aires Manila . Cape Town 
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LOST A FOOTBALL 
CHAMPIONSHIP* 


A LITTLE THING 
but it made a big difference 


In the performance of a machine, and the 
length of its service life, one small part... 
the clutch . . . makes a big difference. To the 
owner of the machine it is often the differ- 
ence between profit and loss in its operation. 
e The downright dependability of Twin Disc 
Clutches and Power Take-Offs is saving 
thousands of dollars every year for the owners 
of Twin Dise equipped tractors and combines 
... road building and material handling ma- 
chinery...oil field rigs... textile machinery... 
and machine tools. « The new Twin Disc 
Reverse and Reduction Gear Units adapt 
any standard gasoline or Diesel engine for 
marine service. ¢ Write for literature. Twin 


Dise Clutch Company, Racine, Wisconsin, 


Hand operation, extra capacity, 
easy lubrication, positive er aage- 
ment and release, simple adjust- 
ment, makeT win Disc thepreferred 
clutch for all farm machinery. 
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roblem was complex, and little forecast- 
ing of their decision was attempted by 
observers. It all depended on two knotty 
questions: whether a “labor dispute” 
actually existed, within the meaning of 
the Norris-LaGuardia act, and whether 
the act itself was Constitutional. If the 
act applied, the company obviously had 
failed to obey it. The act sets up con- 
ditions necessary for proper issuance of 
an injunction, namely, there must be 


open hearings, with oral ¢ 
showing that police authorit; 
able to cope with a tough | 
tion, and that mediation 
These conditions were not 
issuance of the Otis order. 
From it all may come at | 
fication of several legal po 
possible new Supreme Cour: 
without the personalities, th 
makes it a case worth wat 


Truck Show Reveals Big Values 


Streamlining is less aggressive, as designs emphasiy 


the actual use of the vehicles. 
1938 are anybody’s guess. 


Vistrors at the 4th Annual National 
Motor Truck Show, which ran for a 
week at Center Market Building, New- 
ark, N. J., and closed its doors the 
night of Nov. 12, had no doubt of the 
essential accuracy of Automobile Manu- 
facturers Association when it said: ‘‘Pur- 
chasers can obtain three trucks today for 
the same number of dollars that were 
required to purchase one in 1906.” 
a was apparent everywhere at the 
show. 


They Analyze the Trucks 


Truck-show-goers, who in 
goodly volume, constituted as always a 
breed far different from auto-show- 
goers—more of them were prospective 
buyers, not lookers. True, they were 
attracted subconsciously by color and 
form and line and beauty, but one 
knew while watching Henry Schwartz's 
keen scrutiny of American Bantam’s 
beautiful little truck that he was analyz- 
ing the payload capabilities of its quar- 
ter-ton capacity and its load-carrying 
space of 36} x 34 in. with precise ref- 
erence to his own store delivery prob- 


Sales probabilities {o 


lem. And one knew while 
Carino took breathless ganders x 
gigantic and imposing 20-t mM-Capac 
semi-trailer FWD four-wheel drive » 
fit, that he was figuring how i 
would speed his work and trim his co 
on the back-fill contract for the bi 
aqueduct job. 

Business for the truck model »% 
1938 is anybody’s guess right now. Sor 
truck executives think sincerely tha 
the final figures for 1937 reach 90 
units (BW’—Oct16'36,p41), they'll 

eat in "38. Others, equally sincer 
aving seen the original all-over mo: 
car estimates lopped by 20°; 
Automobile Show time 
'37,p13) to 4,000,000 units, seem : 
think they are going to adjust ¢ 
truck sales and production schedules : 
cordingly. In rebuttal, the first g: 
points to truck registrations of 4. 
000 units and insists that obsolesceax 
alone should force the retirement x 
replacement of at least 10°7. Add 44 
000 to potential foreign sales of 25 

or so and it won't take such a whak 
of a lot of strictly new business to pro 


Each year diesels come in for more attention at the truck show. 
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Massachusetts is the workshop of 
America! A 500 mile circle, drawn 
from the center of Massachusetts, en- 
compasses an industrial, marketing 
and consuming empire — embracing 
all or part of 14 states and the District 
of Columbia. Within this circle the Massachu- 
setts manufacturer finds his opportunity for 
profitable business. 


Here are: 

50.5% of all manufacturing plants 
in America 

53.6% of all industrial workers in 
America 

55% of the total industrial payrolls 
of America 

38.7% of the population of America 


And — the manufacturer located in Massa- 
chusetts is nearer to the great Canadian mar- 
kets — nearer to Europe and foreign fields. 


CAPTAINS OF INDUSTRY, vourR HAVEN 
is HERE in MASSACHUSETTS! 
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CAPTAIN MYLES STANDISH AND THE PILGRIMS LANDING AT PLYMOUTH, MASSACHUSETTS, IN 1620 


Massachusetts industry, founded in 
the youth of America, has grown in 
permanence and stability. Your busi- 
ness will find that same haven of se- 
curity in Massachusetts, where there 
are no unfair state or local taxes — 
where ample skilled and honest labor is willing 
to work — where there is abundant operating 
power and efiicient transportation facilities. 
You'll make your product better in Massa- 
chusetts. You'll distribute it better from 
Massachusetts. Excellent manufacturing sites 
are available at reasonable cost. Learn more 
about this great industrial Commonwealth. 
WRITE TODAY for a presentation of facts, 
“Industrial Advantages of Massachusetts.” 


The Massachusetts Development and 
Industrial Commission 
State House, Boston, Massachusetis 
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How the right fence 
may save you 
a lot of money! 


Free illustrated book tells all 
about fences — send for it! 


F burglars or fire-bugs get into your 
property, the loss may run into large 
sums This is 
a risk you do not need to take. For 
of sturdy, 


beyond any insurance. 
an installation good-looking 
Cyclone Fence will give sure protection 
day and night. It will guard every foot 
of your property lines in a way not even 
efhcient watchmen could do. 

Cyclone is the world’s best-known and 
widely used protection 
For fhfty years it has been famous 
finest materials and 


most property 
fence. 
for quality. The 
workmanship result in long life and low 
upkeep cost. Cyclone Fence stays straight, 
strong and true. In order to better resist 
corrosion, a smooth, heavy coat of gal- 
vanizing is applied after weaving. And 
the Cyclone Chain Link Fence that bears 


the “12M” label has an extra heavy coat 
of galvanizing that means longer life at 
no increase in price. 


Get This New Free Book 


Mail the coupon for our new 32-page book 
—tells all the things you want to know 
about fences and how to select the right 
fence for your property. Crammed full of 
Tells about fence for your 
property. 


illustrations. 
residence as well as_ business 
Whether you require a few feet of fence or 
ten miles of it, you need this valuable book. 
Cyctone Fence Co., General Ofices: Waukegan, Ill. 
Branches in Principal Cities 
Pacific Coast Division: Standard Fence Company 
General Offices: Oakland, Calif. 
Export Distributors: 
United States Steel Products Company, New York 


Please mail me, without obligation, a copy of “Your Fence 


How to Choose Ir 
Name 
Address 
City 
I am interested in fencing 
ground; [) Residence; 
Approximately 


Look for this 
“72M” label. Its 
your assurance of 
longer twrar 
increase 


How to Use Ir. 


State 


Industrial Property; () Play- 


feet. 


State; Schoo 


-‘S:S Cyclone Fence 


Like the auto show, the truck <how } 
its spectator-operated mechanical exhilj. 


vide a thoroughly satisfactory sales yea; 
for the industry. 

More important than any sales guess 
are design trends in the trucks ther 
selves. Old models are going to |o0! 
considerably more obsolete than 
really are when the new ones begin : 
high-ball the highways—the pride {: 
tor in business equipment is as pote 
a silent salesman as pride in perso 
appearance. 

This year, more than ever before 
signers seem to sense that a 
the roads is a firm’s store fron: 
motion.” Streamlining is being 
dued to truck requirements and 1s cor 
sequently less aggressive. Function 
ism seems to be getting a more sincere 
play. 

Brilliant color and striping 
chromium-on-nickel plating show 
signs of wearing—and this is a go 
thing, if only for higher visibility a 
consequent contribution to safety 
streets and highways at night. Seve: 
veteran show-goers expressed their s 
prise that the General Motors « 
Chrysler and Ford groups of tru 
seemed to be departing more and x 
in the appearance of their front enc 
from that of their passenger 


prototypes. 
Six Trailer Firms Exhibit 


Studebaker, more than Packard, seen 
to retain its characteristic family |oo 
Autocar, Brockway, Clydisdale, D 
mond T, Federal, FWD, Genera! M 
tors Truck, International, Mack, 
Stewart, Walter, Ward LaFrance, 
White, all being preeminently truck 
have no family ties to consider or crits 
to answer when they take liberties wi 
their front ends. 

Surprising as it may seem 
trailer companies exhibited 
models. That made it all the better fo" 
Fruehauf's impressive exhibit of hei 
duty types, for Trailermobile, an¢ © 
others. Gar Wood intrigued the ™ 
titude with two operating miniaturcs 
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BRAKES! 


_ years ago the United 
Sta 


tes government took over the 
American railroads as a war measure. 


It gave those roads back to their 
owners in 1920—on the eve of a de- 
pression. 

And it gave them back with operat- 
ing costs thrown all out of balance 
with income under a law which put 
rigid limits on earnings but made 
no provision for future losses. 


Then started an uphill job. Stretch- 
ing ahead of railroad men and man- 
agement were such tough problems 
as these: 


They had to find ways to meet 
greatly increased operating costs 
with lagging revenues. 


They had to repair and replace war- 
worn equipment. 


They had to face new forms of com- 
petition. 

They had to serve a nation increas- 
ing in population—extending its in- 
dustrial frontiers—demanding better 
transportation than ever before. 


And they had to operate under rules, 
regulations and restrictions more 
complex and bewildering than those 
imposed on any other business in 
America. 

It was a job to test courage and chal- 
lenge enterprise—but the railroads 
started the long slow climb. 


Let us look now at the progress they 
have made: Great new locomotives 
have been developed—twice as able 
as the engines of 17 years ago. 
Freight moves today 50% faster than 
in 1922, 

Curves have been straightened — 
Stronger bridges built — thousands 


of miles of heavier rails laid to make 
safe speed possible. 


Safety has steadily advanced — for 
passengers and railroad employes — 
and the magnificent safety record of 
the railroads has won universal rec- 
ognition. 

Everyone is familiar with the stream- 
lined trains, air conditioning, and all 
the other improvements pioneered 
for passenger comfort. 


And the American railroads pay a 
tax bill of close to a million dollars 
a day. 

When you sum up the record of 


American railroad progress in the 
face of all obstacles, it packs into this: 


They deliver the finest railroad sev- 
vice in the world—so fine that dele- 
gations from foreign countries regu- 


larly visit America to study their 
methods. 


They haul freight at the lowest rail- 
road rates in the world—moving a 
ton a mile for an average revenue of 
less than one cent. Today’s average 
freight revenue is 231/,% lower than 
the peak of 1921, shortly after Gov- 
ernment operation ended. 


And with all this, they pay the high- 
est railroad wages in the world. 
Meanwhile the mountain of regula- 


tion has piled steadily higher—under 
state law as well as federal. 
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ONT SET THE 


An immediate threat is the TRAIN- 
LIMIT-BILL in Congress — a bill 
to put an arbitrary limit on the 
length of freight trains and so to 
force the railroads to run more trains 
than are needed to handle the Na- 
tion’s business. This “make-work” 
bill is proposed under the pretext 
of safety. 


In face of the fact that the American 
railroads have reduced accidents to 
employes by three-fourths in the 
past fifteen years, the same years in 
which the railroads developed longer 
and faster trains for better service— 


In face of the fact that the more 
trains you run the greater the chances 
of accident, especially at grade cross- 
ings— 

In face of the fact that this one law 
would add more per year to the cost 
of railroad operation than the total 
cost of all air conditioning to date— 
this bill has already passed the 


Senate. 


The harm of this legislation is meas- 
ured in more than money-cost, great 
as that will be. It wipes out the major 
benefits of the fine new equipment, 
tracks and terminals the railroads 
have developed for handling freight 
today—but more important still it 
stymies progress, and hamstrings 
future initiative, enterprise and in- 
vention. 

Do you want the advancement of the 
nation’s basic transportation system 
brought to a standstill? If not—it’s 
up to you! 

Don’t set the brakes on railroad 
progress! 


WASHINGTON, D.C. 


= 


34 


LOMPLETE 
PROTECTION 


CLERKS AND 
CUSTOMERS 


The World's 
Finest Register 


The ‘‘400 Line” Egry Tru-Pak enjoys a 
unique responsibility in the business 
world, It is a silent, ever watchful guard- 
ian of profits— assuring complete protec- 
tion and control over every initial busi- 
ness transaction. It eliminates the losses 
caused by mistakes, carelessness, forget- 
fulness and temptation. The Tru-Pak 
provides a private alteration-and tamper- 
proof copy of each recorded transaction 
neatly refolded in the locked compart- 
ment of the register. It safeguards the 
best interests of customers, clerks and 
owner—this modern, indispensable aid to 
the profitable conduct of every business. 


TRU-PAK AUDITOR 


An integral unit of cash drawer and Tru-Pak Re- 
corder, by which a record must be made on the 
Tru-Pak before cash drawer can be opened. Fixes 
responsibility for all transactions involving cash. 


EGRY CREDIT SYSTEM— Ideal for the 
smaller business. Requires minimum time and ef- 
fort and simplifies handling of credits, giving com- 
plete data on all charge accounts instantly. 


Mail the coupon 
for further in- 


THE EGRY REGISTER CO., Dayton,O. BW-1113 
Please send me information on Egry Register Systems 
and tell me how they will fit into my business. 

Business. .... 


Sales agencies in principal cities 
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hoist and dump-truck body assemblies. 

Popularity of designs 
increases, as it should, because of its 
operating efficiency and maneuverability. 
More thought is being given to insulat- 
ing the engine’s heat from the operator. 
Driver's comfort is being more gener- 
ally considered than ever before. Pneu- 
matic tires were of course everywhere, 
as were rubber mountings in various 


classifications. Safety glass, owes 
and efficient engines, electric 
brake-boosters—vitaily importa as 


all are—were so commonp! as t 
be taken for granted. Reo’s 
intention of “tailoring” its cr jon. 
fit individual jobs might, so as 4 
Truck Show revealed, th. 
hopes of the entire motor trick 
trailer industry. 


When Do We Get Television? 


Radio industry doesn’t want to sell high-priced by 
primitive sets that will soon be obsolescent. And the 
technical problems are numerous. 


THis week in Rochester, N. Y., the In- 
stitute of Radio Engineers and the Engi- 
neering Division of the Radio Manufac- 
turers Association met in annual conven- 
tion to discuss weighty scientific papers. 

To the engineers concerned with the 
problem 4ow to make television work 
more smoothly, it was a meeting of vital 
importance. To impatient laymen, in- 
terested only in the question when tele- 


| vision is really going to arrive at a com- 
' mercial stage, such reports of the meet- 


ing as filtered through to them were apt 
to be disconcerting. Disconcerting be- 


' cause the layman who simply sees that 


Germany and England have television, 
and that we haven't, refuses to credit 
with sincerity the engineer's explanation 
that there remain serious technical prob- 
lems to be licked, problems which must 
be solved with finality if laymen are to 
be spared the waste of investing hun- 
dreds of thousands of dollars in tele- 
vision equipment that is rapidly out- 
moded. 


The Layman’s Views 


The layman much prefers his own 
smug explanations for the delay. Cal- 
lously, he is apt to remark that the radio 
set manufacturers who expect to do the 
bulk of the business in television equip- 
ment are holding off because they don’t 
want to upset a thriving market for the 
sound sets. Bred in the belief that 
American engineers just can’t be topped, 
he refuses to admit the possibility that 
British and German engineers have 
brought television to a higher point of 

rfection than that achieved in our own 
aboratories. 

But what he is a to admit, 
many technicians here will cheerfully 
concede, pointing out, however, that 
foreign systems have progressed beyond 
our own only because of the trial-and- 
error experimentation in actual = 
which has been made possible by large 
state subsidies and by a disposition on 
the part of foreign television sponsors 
to let the consumer pay the ultimate bill 
for any changes that may be necessitated 
by an advancing technical knowledge. 


Just how big that bill may be js i: 
dicated by reports from England that : 
engineers there are contemplat: 
in the definition of television picture 
from 405 lines to 811 lines, + 
are even aspiring to 1,000 line definitio: 
at some future date. Set-owners 
have paid several hundred dollars for : 
set geared to operate at the present 40 
line level aren't likely to be | 
their machines are obsoleted « 

And if there are enough set-owners an 
if their kicks are loud enough, the Bri 
ish Broadcasting Corp. may find its 
in a bad spot and the development o! 
television in the “tight little isle 
seriously handicapped. 


Use 44l-line Definition 


American companies which have 
—— the television work over her 
on’t want to get in any such spot 
American television systems operate : 
present with a 441-line definition, th 
standard established by the Radio Mar 
facturers Association two years ago. S 
a definition—441 horizontal lines on : 
7x10 inch screen, or 63 lines to the in 
—produces a picture with the clarity o! 
that of Mr. Roosevelt at the left (top 
36). 
By and large, engineers consider suc! 
# picture wholly satisfactory—viewed 
the proper distance of about five feet th: 
image takes on almost perfect clarity 


Sets for Amateurs 


Television apparatus for amateurs 
makes its bow on the market. RCA 
Manufacturing Co, announced this 
week that it was offering to the 
public two cathode-ray tubes, RCA- 
1800 and RCA-1801, known 4s 
“kinescopes.” The former is a nine- 
inch tube priced at $60 and the 
latter is a five-inch tube priced a 
$40. The tubes will permit exper 
menters to build their own sets 4p 
able of receiving the television pi 
tures with a definition of 44! lines 
which are now being experimentally 
transmitted by various laboratories. 
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such st may argue whether the blizzard 
operat of ’88 was worse than the one three 
nition. t years ago. We can debate whether win- 
sage ters are becoming milder—whether the 
| ae Gulf Stream is changing its course— 
1 ago whether the weather cycles are changing. 
Lege Come indoors, however, and there 
rere can be no debate. For nobody can ques- 
E clarity oi tion the suffering, the discomforts our 
left (top forefathers endured—cold, drafty, chilly 
houses—the family huddled around the 
asider such kitchen stove—bedrooms below the 
~viewed at freezing point—wind howling through 
ve feet the the rafters. Rugged, hardy people they 
» clecie were to withstand these discomforts. 
— Science has changed all this. Nowadays 
urs 
imateurs 
et. RCA 
this 
to the 
s, RCA- 
ywn as 
a nine- 
ind the 
iced at 
experi- 
ets cap- 
jon pic- “Blowing” Johns-Manville Rock Wool Home 
{1 lines Insulation into empty walls and attic spaces 
of a house already built. The contractor is 
nentally *Pproved by J-M; you get not only correct 
-atories. insulation, but correct installation. 


winter is milder indoors. Not just be- 
cause heating is modern, but because 
homes are insulated. (The finest of 
heating plants won’t keep a house cozy 
if walls and roof leak heat like a sieve.) 


To help make every room a perpetual 
June in comfort and healthfulness, over 
200,000 home owners have installed an 
amazing product—J-M Rock Wool. 


J-M Rock Wool, the material, is 
amazing because it actually is wool made 
from rock. Rock is melted, a jet of live 
steam blows it into fiber, and there you 
are—rock wool. 


Pioneered by Johns-Manville for the 
insulation of houses, rock wool is fasci- 


In “batts” for new homes. Factory-made to correct 
thickness and scientific uniform density, they insure 
against voids or thin spots, provide pre-determined 
insulating efficiency. Easily applied during con- 
struction, fit snugly, handle conveniently. 


“tp those days they had HARD WINTERS 


—_ INDOORS as well as OUTDOORS” 


nating for many reasons . . . you can 
install it in a new house (it comes in 
wall-thick “batts”) or in your present 
house (it’s “blown” into empty walls 
and attic spaces by approved J-M con- 
tractors) . . . in winter it helps keep 
every nook and corner warm and draft- 
free, reduces the family’s tendency to 
colds and saves up to 30% in fuel. . . in 
summer it keeps homes up to 15° cooler 
in hottest weather . . . 


If winters in your home are still the 
good old-fashioned shivery, sniffly kind, 
write for J-M’s free book,‘‘Comfort that 
Pays for Itself.’’ Address Johns-Manville, 
22 East 40th Street, New York City. 


JOHNS-MANVILLE 


Insulating a flat-roofed apartment building 
the Johns-Manville way. Top-floor apart- 
ments are no longer sweltering in summer 
and hard to heat in winter. They produce 
a steady, attractive income the year round. 
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PROBLEM IN CLARITY—At the left is a picture of President Roosevelt as it might 
appear on the television sereen today. On a 7x10 inch sereen, the present 441-line 
definition produces an image which it is assumed is clear enough to satisfy most 
potential set-owners. But some television experts say that the screen is too small, that 
its dimensions must be doubled if the camera is to cover large-scale events such as 
football games and stage presentations. But if the size of the screen were doubled 
and the number of lines remained at 441, the resultant picture would look like that 
of Mr. Roosevelt at the right. To achieve any visual synthesis of that image it would 
be necessary to stand twice as far away from the screen, and the advantages of the 
enlargement would be virtually nullified. Hence these engineers conclude it will be 
necessary to increase the definition—to double the number of lines—and that involves 
a host of economic, political, and technical problems. 


That limitation is the present size of 
the picture. Such practical experiments 
as have already been conducted here 
have demonstrated the difficulty of 
adapting camera material to so small a 
screen, For example, any attempt to ac- 
commodate a shot of an entire stage 


but it has one serious limitation which 
indicates to some engineers the advisa- 
bility of experimenting with a higher 
definition, such as the contemplated 
British pictures of 811 lines or the 729 
line images that have already been 
demonstrated in Berlin. 


 KOPPERS 


DESIGNERS - BUILDERS - PRODUCERS - MANUFACTURERS 
DISTRIBUTORS OPERATORS 


NEW INDIANAPOLIS GAS PLANT IS ANOTHER OUTSTANDING ACHIEVEMENT BY KOPPERS— 
Modern in every respect, the new gas plant recently completed by Koppers for 
the Citizens Gas and Coke Utility, Indianapolis, has won wide acclaim for its 
extreme flexibility in producing the various B.T.U. values desired. Among its 
distinctive features are the 11'O'' diameter water gas sets designed and manu- 
factured by Koppers Company, Western Gas Division. These are equipped with 
Koppers WESTERN “ABC” Self-clinkering Generator Grates, which permit 
continuous operation in excess of 23 hours per day, and give increased capacity 
with lowered costs for fuel and labor. 


KOPPERS COMPANY 
ENGINEERING AND CONSTRUCTION DIVISION - PITTSBURGH, PA. 
WESTERN GAS DIVISION - FORT WAYNE, IND. | 


scene in a 7x10 inch frame wo 
the action virtually meaningle. 

As for Mr. Average Citize 
of sitting at home and watchi: 
ball or tennis game over his 
set, the dream would necessari! 
appealing than the actuality 
to watch figures only a quarter 
dance around on the screen 
more, with a 7x10 inch screen 
or two other members of h 
could possibly crowd in front 
ceiver and see the pictures wi 
tortion. 


Results of Enlarging Sereen 


Such pictorial limitations hay conse. 
quently suggested the desirabi\ ty of 
larger screen; but enlarging t 
will necessarily mean a reducti 
clarity of the image, whether th: 
ment is achieved by projection : 
by mechanical means. For ex: 
the picture were blown up to d 
present size—to 14x20 in., the size 
some television experts conside: 
feasible—and if the definition 
remain at the present standard, :! 
lines would be distributed over a pictur 
just twice as high. The net resu!t wou 
be something like the second picture of 
Mr. Roosevelt shown at the right 
(above). 

To achieve any visual synthesis of » 
crude an image—about 31 lines to the 
inch—the viewing distance would ho 
to be increased to 10 or 15 feet—a ¢ 
tance which might prove awkward in 2 
good many parlors. And no greater 
clarity would be obtained; for with 
attempt to shorten the viewing distan: 
by moving closer to the screen to « 
amine some detail, the clarity of ¢ 
image would deteriorate rather than im- 
prove. 

These are some of the problems which 
suggest the need for a higher definition 
to provide greater clarity on a larger 
screen and to permit a more flexible 
optimum distance, before tele- 
vision is ready for the market. 


Obstacles to Higher Definition 


+ But there are such serious obstacle 
to the achievement of higher definition 
that the 441-line standard may prove the 
best possible. It takes a channel 6,000 
kilocycles wide to broadcast television o! 
the 441-line variety. More lines meas 
a wider channel; and the increase in the 
channel is the square of the increase 10 
the lines. If, for example, the number of 
lines should be doubled, the width o 
the band required for broadcasting 
would have to be quadrupled—increas- 
ing from 6,000 kc. to approximately 
24,000. 

Last month, when the Federal Com 
munications Commission divvied up th 
radio spectrum above the 30,000 k- 
level, it set aside seven channels betwee? 
42,000 and 108,000 kc., each 6.00 kc. 
wide, for the use of television. But the 
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MODERN FARM MACHINERY 
IS SKF -EQUIPPED 


FRICTION 


Friction doesn’t do any summering down on the farm 
these days. Or wintering either for that matter. For 
on the most modern of mechanized farms of today, 
plain bearings are out. In their place are HOSP Ball 
and Roller Bearings, lengthening the life of equipment, 
reducing upkeep costs, protecting the farmer against 
the hazards of untimely breakdowns. 


The symbol “S80S -Equipped” on anything from trac- 
tor or lighting plant up to gigantic reaper or binder, is 
a definite assurance of performance and quality. 
The demand is for SSP wherever buyers in any in- 
dustry are bearing-wise. S|0S Industries, Inc., Phila. 


ROLLER BEARINGS 


: 
<a 
4005 
val 
« > 


He Carries a Hod... 
Yet He Works 
Wonders in Money 
Management! 


For every budgetary ——- that perplexes his 
employer this man solves three! With his modest 
pe? as an unskilled worker he keeps five persons 

cealthy, well-fed, decently clothed. He's paying 
for a small but comfortable home. He puts part 
of each pay check in the bank. 

If you think that doesn't take skill in money 
management just ask yourself how much you 
could accomplish on Ais wage. And there are 
thousands like him — truck drivers, machine 
operators, laborers. Necessity has taught them 
to work wonders on slender incomes 

But these men live close to the shadow of 
sudden emergency. An accident, a long lay off, 
any circumstances which interfere with their 
ability to earn, and their slender reserves melt 
away rapidly. Budgetary skill doesn’t help them 
then—they need money help, quickly. 

At Household Finance any responsible worker 
can borrow on his future earning power. He 
needs no collateral, no co-signers or endorsers. 
He obtains what he needs at reasonable cost 
under the businesslike Household Finance Plan. 
The loan can be repaid in smal! monthly install- 
ments. Houschold Finance will serve him as 
‘Doctor of Family Finances,”’ as it served more 
than half a million families last year. 

Through a broad educational program in home 
money management and buymanship, Household 
Finance shows thousands of wage-earners how 
to get more from their incomes. Many schools 
and colleges use Household'’s publications as 
texts and reference works. 


Booklets Sent Free 
As an employer or supervisor of employes you 
will be interested in the full story of Household 
Finance's service to wage-carners. We will gladly 
send copies of Houschold’s publications and 
complete information on the important role 
plaved by this company in today's industrial 
society. Please use the convenient coupon below. 


HOUSEHOLD FINANCE 


CORPORATION and Subsidiaries 
“Doctor of Family Finances” 
one of America's leading family finance organ- 
izations, with 228 branches in 148 cities 


HOUSEHOLD FINANCE CorPORATION, Dept. BW-11 
919 N. Michigan Ave., Chicago, II! 


Please mail me without obligation full information on 
Household Finance's family reconstruction program. 


Name 
Address .... 
City... State... 


FCC allocation of these channels was 
such that no more than three of them 
are consecutive, yielding a maximum 
available band only 18,000 kc. in width 
compared with the 20,000-plus which 
would be required for television with a 
definition in excess of 800 lines. 

A similar situation prevails with re- 
spect to the 12 additional channels which 


| the FCC indicated would be made avail- 


able to television between 108,000 kc. 
and 300,000 kc. whenever use of these 
higher frequencies appeared feasible. 
(The commercial use of these higher 
frequencies would, incidentally, be se- 
verely restricted by the increased costs of 
building and operating transmitters with 
sufficient wer to use these bands. 
Twenty kilowatts of electricity have to 
be generated to put 1 kw. on the air at 
the 50,000 kc. level, and in the higher 


frequencies the power loss woul be 


even greater.) 


Assignment Difficulties 


Possibly the FCC could be persuaded 
to alter its assignments (they are roughly 


_ in line with those requested by the Radio 


Manufacturers Association at public 
hearings a year ago last June when 
higher definition wasn't thought about 
much). But, even so, serious problems 
would remain, for it is unlikely that 
more than two or three bands of 24,000 
kc. width could be assigned to commer- 
cial television in the usable frequencies 
below 108,000 kc. 

Such a limited number of channels 


. 
_ would not be sufficient to provide for 
| even one television station in each im- 


portant city located along the crowded 
Atlantic Seaboard, for-no two stations 
can operate on the same band without 
interference within 200 miles of each 
other. 

Finally, the costs of piping television 
from one station to another by means of 


| the coaxial cable would be increased just 


| building a new-ty 


in proportion to the increased costs of 
cable equal to the 
job of carrying the doubled-definition 
pictures with their squared ae 
And that increase might be sufficient to 


_wipe out the hoped-for economies of 


producing television for a mass audience 
on the chain principle. 


Problems Keep Coming Up 


Such are a few of the problems— 
aesthetic, economic, and technical— 
which make of television a job not un- 
like that tackled by the legendary King 
Sisyphus: every time the stone is rolled 
up the hill to the crest of reality, every 
time the engineers think they have the 
final solution, there come new difficulties 
and the stone rolls down again. So 
there’s a fresh start and a fresh deter- 
mination to achieve the necessary simul- 


_ taneous solution of all the problems in- 


volved—a_ solution which will be 
couched primarily in terms of consumer 
satisfaction. 
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Frozen-Food «| 


Birds Eye’s young competito, 
60%, 


Honor Brand, aims « 


increase in sales volume. 


THERE was a time when a dis}, of 
berries in the middle of De: 
considered the height of Ju. 


with the frozen food indust:, mov, 


along at the rapid clip it h 
acquired, luxury is going to h 
look elsewhere, for Mrs. Jone. is 
to find it just as easy to ser¢ 
berries all winter as Mrs. Vin 
does now. 

Since 1930 frosted foods | 
just one company to the « 
Birds Eye. This month a s 
pany, having embarked on a 


ness last spring (BW—Ma 


steps out in earnest. Watern 
roduce purveyors, in New Y, 


193; 


ry 


ing at $3,000,000 sales volu: © for i 


Honor Brand line of frozen 
the coming year—which w. 


sales increase of 60% ; and last mont! 
engaged an advertising agency (N. W 


Ayer & Son) to handle its 
campaign. 

Honor Brand already clai 
a thousand dealers—most 


around New York but some as {, 


as Chicago. 
Birds Eye Expands 


In 1930 Birds Eye Frosted Foods st 
out in the retail field. Expanding vig. 
orously this year, Birds Eye no 


filled in most of the gaps in its 


bution along the Eastern Seaboard ani 
has branched out into Pittsburgh 
cago, Cleveland, and Buffalo marke 
There are 2,700 retail outlets no 


there will be 3,000 at the end 


winter, handling the 55 items in the 


( 
in 


Birds Eye line of products. And sul 


for this year are running 60% 
last year. 


that. 


Institutional business—supplying 
taurants, hotels, clubs, railroads, and 
shipping lines—still accounts for + 


of Birds Eye’s volume. 


Honor Brand and Birds Eye differ in 
First, Honor Brands 
produce is loose frozen, so that all o 
part of the wg may be used at one 

y a 
block. Most Birds Eye fruit and veg 
Honor 


Brand has large and small-size paces 


many respects. 


time; Birds Eye freezes its in 


table packs serve four peop! 


Honor Brand works main); 
wholesalers; Birds Eye serv: 
three-quarters of its outlets dir 
Brand sells its refrigerators t 
Birds Eye rents its. It is ' 


Birds Eye philosophy, as a atts 


fact, to control its products so 
possible all the way from ‘0 
through the growing, harvesting 
ing, and processing stages unt 


Last year, moreover, they 
were 50% better than the year befor 
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beail-blazer working out mechanical 
1 distribution difficulties, Birds Eye 
t» finds that it has helped not only 
bif but that it has opened the way 
‘ear for all competition to come in. 
k. far Honor Brand is the most serious 
ontender. But there are others who 
hive developed successful brands of 
‘oven fish and poultry who are eyeing 
the retail possibilities for a full line of 
Soren foods. No one as yet has na- 
onal retail distribution, and the supply 
frozen foods still cannot meet the 


the solution of technical and distri- 
bution problems. 


kraft's Oleo Move 


Food company sees margarine 
as natural addition to line. 


(orp. into the manufacture and sale of 


lated in Chicago, to have been based 
a desire to strike at another company 
the food field, on the contrary was 
redicated on the existence of a highly 
zinized system of distribution, pecu- 
y suited to the marketing of perish- 
e products such as margarine, and on 
: fact that Kraft as a large manufac- 
r of mayonnaise and salad dressing 


ch-grade vegetable oils, primary in- 


published these facts definitely last 
peck when J. L. Kraft, president of the 
big food company, outlined the com- 
ition of existing facilities that 
mpted the company to enter the mar- 

business and the preliminary 
eps taken before launching its product. 


Nationwide Delivery System 


Kraft has a nationwide system of fre- 
nt, store-door delivery, designed to 
keep grocery stores and food shops sup- 
i with fresh cheese, mayonnaise, and 
id dressing. Kraft distributors in 
tious parts of the country had aug- 
nted the Kraft line with non-com- 


‘using in the manufacture of mayon- 
¢ and salad dressing certain high- 
ie vegetable oils which are used in 
making some of the better grades of 
PArine 


\ 
| ‘ot unnaturally, the manufacture of 
‘garine commended itself to Kraft as 


Pt would prove economically sound. 
‘the company did not jump suddenly 

‘he margarine field. First, it made 
‘ucy of the growth of margarine con- 
P™ption, which has spurted from about 
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; jnto the hands of the customer. | 
Fs. the pioneer in the field, and the | 


nand. Furthermore, there is still | 
Jeaty of room for the exercise of genius | 


TxTRANCE of the Kraft-Phenix Cheese | 


margarine, reported, in a false rumor | 


was already one of the largest buyers of | 


lients in high-grade margarine. Busi- | 
Week's Chicago representative | 


tive items, one of which was mar- | 
pine. Kraft, meanwhile, was buying 


fnlareement of the company’s line | 


”,.. bhis ts the most helpful 


Book on record paper values we 


This booklet will eliminate 
guesswork from your specifi- 
cations for important record 
books, documents and sta- 
tionery. It will help you select 
papers of utmost value, maxi- 
mum service and genuine 
economy at no extra cost— 
perhaps at a real saving. 
Every executive should 
have a copy of this valuable 
booklet. It will be sent to you 
without cost or obligation. 


L.L.BROWN 


“Well, well, John, how “Sure, ‘tis these new Warner & Swaseys, 
are you?—you’re look- sir —they don’t take it out of a man 
ing younger than ever!” like the old turret lathes used to, 

when you worked in the shop.” 


ARNER  SWASEY 
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NO PRYING EYES CAN SEE YOUR MEMOS 
WITH A 


THE NEW DESK CALENDAR 


WITH THE 
HINGED 
COVER 


It's nice to know thot your personal 
memos aren‘t public property. That's 
the first big advantage of the new 
Success Cover-note. Next: three Cal- 
endar months and the daily date 
are always plainly visible—for instant 
reference. Cover is self-supporting 
while you write. New silver-block, gun 
metal finish — smart and modern. 
Order from your Stationer — if 
he can't supply you, write to us. 


TWO SIZES 
No. 285—5" x8” $2.00 
No. 264—4" 674" $1.75 

(Patents Pending) 


WRITE FOR PRICES ON IMPRINTING 
FOR AN ADVERTISING GIFT 


Designed and Manufactured by 


COLUMBIAN ART WORKS, INc. 


1024-1036 W. Juneau Ave. 


e BUILD OR RE-ROOF NOW! 


Don't Let Weather Delay Roof-Deck Construction 


- 


Milwaukee, Wis. 


@ You can push construction—right on 
through cold weather, snow, ice, sleet— 
when you use GYPSTEEL PLANK* for new 
roof-decks, or for replacements where 
the new roof goes on as the old comes 
off, PLANK can be installed with the ease 
and speed of wood by your own main- 
tenance crew. Mixing and pouring are 


eliminated. Carpenter’s tools only are 


needed—yet a PLANK roof-deck has 
masonry strength and fire-safety. Plan 
now to get that roof-deck job off your 
mind—quickly and at low cost with 
GYPSTEEL PLANK. 

Write for the ptanx Bulletin, Struc- 
tural Gypsum Division, American 
Cyanamid & Chemical Corporation, 50 
West soth Street, New York, New York. 


GYPSTEEL PLANK 


*Trade-Mark 


1934 


' 200,000,000 Ib. in 1932 


400,000,000 Ib. in the fis 
last June, followed by lab 
ments in formulas and ne 
manufacture. The result 
product, called Parkay, a: 
as an “all-purpose margar 


_ ing vitamins A and D. 


How Kraft’s entrance 
garine field would be re 
industry was a question 


| pany itself was willing to 


“Although Kraft believ« 

newly created competitors \ (|! 
welcome them to the field,” : 

said in a press release, 

feel that a successful Kraft ; 

good quality will in the lo: 
competitive manufactures o! 
products to suffer. This belief ; 
dicated on the fact that margarine 
sumption is increasing, due in large ; 
to an increasing use of high-grade A; 
ican vegetable oils instead of infe 
imported fats and oils.” 


American vs. Imported (ils 


Meanwhile, firing continued on : 
broad oleomargarine front, particuliy 
where the issue of American oils \ 
oils was concerned. While me 

t companies of the Institute of 
garine Manufacturers say the Insti: 
stands committed to the use of Amer 
oils, Charles H. Janssen, secretary-n 


| ager of the National Association of 


garine Manufacturers, declared there: 
“no difference in practical operatic 
policy between the two groups.’ 

As to the association's policies 


| Janssen cited two paragraphs fror 


booklet published by the association, ¢ 
titled “Let’s Call A Spade 
Spade!” and sub-titled, “In A Dy 
sion of Why Tax Oleomargarine 
“Economic necessity does not per 
that the production of margarine be 
fined to any one type of oi! or fa! 
is it practical for this industry to } 
itself to a rigid domestic policy in resp 
to its sources of raw materials. In ' 
it does not differ from any other Ame 
ican industry in the food held. 


Industry Must Be Practical 


“In common with American indus 
manufacturers of margarine fully app 
ciate that they should seek the ful 
possible utilization of domestic 1% 
terials to supply our domestic mar 
But industry must be practical, no 
than agriculture, and common sens 
well as simple economics makes ' 
obvious, that a common sense pric 


r 


policy for the margarine industt 
industry) can only go so far as to! 
cate and encourage the use of domes 
fats and oils in preference to other 
and oils, whenever and wherever pe 
nent factors permit.”’ 
Mr. Janssen added that, despite 4* 
tions to the contrary, no manulic 
uses whale oil in making margin" 
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rine,” con TO EXECUTIVES ON 


xy Instalment Selling: 
The Real Situation 


ed Oils 
tinued on the 
at, particul Is America sold out to tomorrow? Is mounting retail credit—on 
AN Oils ¥s time—as dangerous as the bulbous use of bank funds in the 1929 
While me 
titute of M 
the Instit 
se of Americag common assault on long terms and short down payments. The agita- 
secretary-1 tion calls for a fresh, unprejudiced analysis of the instalment device to 
“1ation of M 
ared there 
ical operatin 


stock market? These questions have become insistent again, and 


economists, bankers, retailers, and finance companies have joined in a 


anticipate next year’s pay check. Business Week has made this 
analysis, has used up-to-date statistics to do it, and has carried it 


pera ‘ 
oups.’ through to basic conclusions—on the next 8 pages. 
policies \ 
raphs 
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s makes t Number 8 of a series of special reports on current business opportunities, problems and trends of outstanding 
significance. Made for executives by the editorial staff of Business Week, McGraw-Hill Publishing Co., 


nse pract 
ense pre 330 West 42nd Street, New York, N. Y. Covered under the general copyright om the Nov. 13, 1937 issue. 
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INSTALMENT SELLING: THE REAL 


NSTALMENT selling has come of age. Not onl 
is it a potent device for stimulating sales, but also, 
almost daily, it is dignified with the dubious designation 
Indeed, as 


scan the 


of being a cause of the late depression. 
bankers, statisticians and brokers 
broad economic horizons in search of the father of the 
“inevitable” next depression, all too often they bob to the 
surface with the answer: “instalment credit.” And 
their eyes gleam, as Sir Isaac Newton's eyes must have 
gleamed, when he arrived at the law of gravity. 

Unquestionably, these analysts are partly 
Instalment selling, along with many other causes, such 


economists, 


right. 


as high inventories, credit contraction, collapsing com- 
unemployment, and _ over- 
speculation, will lay the base for a transition in the 
business cycle from high to low. But instalment selling 
will not be the whole cause, or even a major cause. An 
11.8% factor in retail volume has neither the 
breadth nor the weight to tip off a major depression. 

And so, when last October, Wilford L. White, chief 
of the marketing research division of the Bureau of 
Foreign and Domestic Commerce, emphasized before a 
meeting of finance companies in Chicago the statement 
that “instalment contracts entered into during and 
immediately prior to 1929 contributed to the late depres- 
sion,” there was an emotional heave in the Tower Room 
of the Stevens Hotel. Henry Ittleson, president of 
powerful and successful Commercial Investment Trust 
Corp., was so upset as to depart from his prepared speech 
and extemporize with vigor on “free, easy, and loose 
assumptions” that instalment credit was to blame for the 
1929-1933 epilepsy. 


modity prices, increasing 


sales 


R. ITTLESON can hardly be classed as a disinter- 
ested party. Instalment credit has been one-third of 

his life’s work. He came to this country from Germany 
at 10, he became a power in the May Department Stores, 
in St. Louis in 1892, he branched out into factoring, and 
later got into the automobile finance business. Today, at 
66, he heads the runner-up company in the field—second 
only to General Motors’ far-flung acceptance corporation, 
For two decades, Mr. Ittleson has fought a national 
prejudice against instalment selling. During the 19th 
century, articles that a_ self-respecting, middle-class 
American family would acquire on deferred payments 
were a piano, a sewing machine, evnensive furniture and 
“But people who made such 
Instalment buying 
In certain sections 


perhaps a set of books. 
purchases didn’t talk about them. 
wasn't considered quite respectable.” 
of the country, such as Lancaster County, Pa., where 
frugal Pennsylvania Germans till fecund soil, instalment 
purchases probably always will be few and suspect. In- 
deed, in some places the distrust of the deferred payment 
may never disappear, just as the distrust—in certain 
places—of short selling on the New York Stock Ex- 
change will be ever-present. 

There is a striking parallel between the short sale and 
the short “buy.” In one, a man sells what he hasn't got, 
and defers delivery; in the other, a man accepts immedi- 
ate delivery and defers payment. In each case, the 
creditor gets protection. On the short sale, the seller must 
put up cash to indemnify the lender of the stock until 
he makes final settlement; on the short buy the purchaser 


NATIONAL INCOME, PURCHASING Powe, 
AND RETAIL SALES 


NATIONAL INC 
PAID OUT 


| 


WAGES AND SALARIES. 
(excluding Work Relef 


Billions of Dollars 


|| 


RETAIL SALES 


| 

1929 1930 1931 1932 


Data: U. S. Department of Commerce 


T 


1933 1934 1935 19% 


© BUSINESS wen 


ALL OF A PIECE—National income, purchasing power 
represented by wages and salaries, exclusive of relief 

retail sales moved together from 1929 through 1936 
that from 1932 to 1933, retail sales declined much more 
than either purchasing power or national income. \ fieto; 
checking the decline in sales was instalment purchasing 
chart page 49). 


vests title with the seller, or finance company, 
completes his payments. 

No longer is instalment buying contra bono 
There is the story of the Hollywood “man of the 
who had to have a $15,000 custom-built car, but 
see his way clear to forego a lump sum out of his *2 
000-a-year actor’s salary. So he made his purchas 
terms. The car wound up around a tree. But ¢! 
and the finance company found him a man of his 
tions. He paid off. And what is respectable in 
wood’s movie set, also is acceptable on New 
Fifth Ave. Many a business man purchases his 
time, and includes the carrying charge as part ot his 
of “transportation.” By turning in the cars year 
year, shiny new models are available at al! time: 
the need for any large cash outlay is eliminated 
finance company supplies the capital. 

But, as a rule, instalment buyers are not actos 
Fifth Ave. residents. They are farm, factors 
collar workers earning from $30 to $60 a week 
have a charge account with the butcher, the groce! 
possibly the department store in town. They dont’ 
much overplus in a savings bank—and what th 
they keep on hand for a sudden event. But the 
electric refrigerator, or a washing machine, or 
mobile that they must have—now! So they | 
33 1/3% down, the rest in monthly payme: 


T happened before Christ. Marcus Licinius Cras 
one of the richest Romans of them all, beat Mr. 
son to it. Around 50 B. C., he built a huge forte 
buying up cheap land in large blocks during depres 
and selling it off in parcels on the instalment plan— 
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The Instalment Field—Who, What, Where, How 


Like all Gaul, retail instalment credit to retailers is broadly 
divisible into three parts: sales financed by (a) national 
fnance companies; (b) local finance companies and banks; 
(c) department stores and other merchandisers, including 
public utilities. 

No longer are the national companies the “big four.” 
When, in 1933, Commercial Investment Trust Corp. 
bought Universal Credit Corp., the field was reduced wo 
three. In order of size they are: General Motors Accept- 
ance Corp., C.1.T., and Commercial Credit Co. 

G.M.A.C. handles General Motors products exclusively, 
is entirely owned by that manufacturing giant. U.C.C., 
though it retains its identity and operates as a_ separate 
division of C.L.T., still must be regarded as a part of that 
financial satrapy. (Ernest Kanzler, president of U.C.C., is 

brother-in-law of Edsel Ford. They married sisters.) 
i Commercial Credit specializes, among many other things, 


in arranging instalment plans for Chrysler cars. Chrysler 
| has a stock interest in the company. 
More than 500 local finance companies have offices 
throughout the United States. Many, such as National 


Bond & Investment Co., and Associates Investment Co., not 
only have securities listed on national securities exchanges, 
but also engage in widespread and ramified finance activi- 
ties. There are two essential differences between the “big 
three” and the numerous local companies. First, the local 
enterprise does not arrange national plans for automotive 
manufacturers; hence, local units frequently refer to them- 
selves as “independent finance companies,” because they 
have no direct tie-ups with producers. Second, local com- 
panies, as a rule, do a non-recourse business. They accept 
consumer paper that does not, of necessity, bear the indorse- 
ment of the selling dealer. By assuming full risks, they 
are able, in a sense, to meet the competition of the “big 
three,” inasmuch as rates, terms and “kickbacks” are about 
the same. 

Both national and local companies finance dealers’ floor 
stocks in addition to purchasing retail paper, though ac- 
tivity in handling used car wholesale paper is limited. 
Local companies, because they are usually “right on the 
spot,” argue that their operations are more flexible than 
the national companies, and hence better suited to the 
dealers’ convenience—particularly when unusual situations 
arise, such as an inordinate requirement for cars from the 
factory, or made-to-order terms to meet an individual con- 
sumer’s preferences. 

For national companies, the dealers act more or less 
as credit men. Their indorsement of the retail paper 
charges them with ultimate responsibility in cases of de- 
fault. But local, non-recourse companies, without the pro- 
tection of the dealer’s signature, must make extensive investi- 


gations of each buyer. This is done, generally, through an 
agent who receives a commission on all paper bought. 
Seemingly, this arrangement would tend to make the agent 
“optimistic,” but if he accepts too much paper that goes 
sour, he soon gets a notice. 

Volume is essential to the profits of finance companies, 
and dealers are the source of this volume. Therefore. in 
order to induce dealers to send in paper, finance companies 
pay bounties—in the trade, “kickbacks.” The national 
company pays the “kickback” by establishing a reserve on 
its books in favor of each dealer that supplies it with | 
paper. These reserves are an automatic recourse against 
dealers, when and if a customer defaults. Whenever re- 
serves exceed probable losses, the national company makes 
a remittance to the dealer. Since local companies do not 
generally require indorsement, no reserve is established. 
Instead, as soon as paper is purchased, the dealer gets a 
check, called a rebate. Usually, on automobile paper, the 
reserve or rebate amounts to from $5 to $10 a car. It is 
included in the regular finance charge. 

Department stores and other merchandisers, such as furni- 
ture stores, usually make their own investigations when 
they extend instalment credit. Purchasers come to the 
store to meet their monthly or weekly instalments and, as 
a rule, there is no intermediary between seller and buyer. 
Some stores, however, employ credit firms to investigate. 
But even then, the custom is to pay at the store. The cus- 
tomer may see something else he wants. 

Department stores and furniture dealers usually finance 
their instalment accounts out of their own capital funds, 
but at times may sell (at recourse) their accounts receivable 
to a finance company, or borrow on them as collateral at a 
bank. Customarily, they have established bank lines, which 
they can expand or contract with their charge and _ instal- 
ment accounts. Able to borrow at fairly low rates, such 
stores make a spread between what they pay for money 
and what they charge their customers for “time.” This 
spread must absorb the costs arising from the establishment 
of an instalment department, hiring investigators, and set- 
ting up special books. Whether there’s a profit or loss 
after these numerous expenses is something that accountants 
argue long into the night. Each merchandiser must decide 
for himself. 

Bank plans vary with the locality and the type of mer- 
chandise. Operations are on both a recourse and non- 
recourse basis. In the latter, the credit is similar in form 
to a “personal loan.” One of the largest institutions in | 
the business is Bank of America National Trust & Savings | 
on the Pacific Coast, which handles anything from light 
electrical equipment to automobiles. FHA insurance put 
banks in the business and they have stayed in it. 


prosperity returned and the citizens had the courage of 
thir wants. Yet, Crassus was not the first—by any 
cans. Though he was centuries ahead of Singer Sewing 
Machine, General Motors, Chrysler, Ford, Commercial 
Credit, C.I.T., and thousands of others, he was only 
taking a note from a Mesopotamian tablet. Instalment 
ntracts endure to this day on ancient brick squares 
ascribed in cuneiform characters. 

And yet, despite that ancient heritage, the idea of 
paying-while-you-use still is not considered altogether 
‘arity. It is, moreover, one of those strange ironies that 
eankers, who financed the nation’s railroads, public utéli- 
tes and major industrial corporations without so much 
S requiring a pay-back agreement (a sinking fund), 
Were among the first to assail this selling device. Credit 
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for producers, “yes,” chanted the bankers. For consum- 
ers, “never.” They forgot that a consumer, in order to 
consume, must be a producer, 

All through the ‘20s, commercial bankers poured 
maledictions on this dark art of serializing consumer 
payments. A man should buy an automobile only after 
he’d saved for it. Pay-as-you-ride salesmanship got no- 
where in the counting house. The instalment finance 
company—even the best—was under a cloud. Not all 
bankers, of course, were so intransigent. Indeed, Arthur 
W. Newton, vice-president of the First National Bank 
of Chicago, was one of the first to espouse the “derided 
cause” of instalment credit. He’s made money for his 
bank by doing it. 

And some bankers were actually agnostic on the 
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subject. They wanted to learn the facts. In 1925, in 
order to find out what it was all about, the Economic 
Policy Commission of the American Bankers Association 
drafted Milan V. Ayres, brother of Col. Leonard P. 
Ayres, to make a survey of instalment selling. An engi- 
neer with statistical background, Mr. Ayres was ideally 
suited to the chore. His mind was a blank. He knew 
nothing about time financing, consequently had no pre- 
conceptions or predispositions, 


N the spring of 1926, Mr. Ayres presented his findings 

to the A. B. A. He concluded that instalment debt, 
if judiciously administered, did not imperil either the 
industrial or financial foundations of the country. About 
20,000 copies of the 63-page report were printed for 
distribution to members at the A.B.A. meeting at Pine- 
hurst, N. C., on May 4 that year. They went up in 
smoke. When members of the Executive Council of the 
association read the copiously documented pamphlet for 
the first time, they recoiled from the idea of indorsing 
this form of credit. 

Telegrams went out to recall the few copies already 
distributed. And all but a handful,* including one 
which survives in Business Week's files, were destroyed— 
so deep-rooted was the antipathy toward this “black art” 
of finance. But bankers have come a long way since 
1926. The Board of Governors of the Federal Reserve 
System has made the 90-day notes of finance companies 
acceptable for rediscount, as eligible paper (BIV—Oct 
2°37,p17). Big city banks prize instalment credit firms 
as excellent customers. Many small banks, which here- 
tofore have been hard-put to counterbalance long-term 
mortgage loans with short-term accommodations, look 
upon their local credit companies as godsent borrowers. 


F the conversion of the bankers has been tardy, it 

has been violent. Advances to finance companies in 
the course of a year run to well over a billion dollars. 
On Dec. 31, the three largest companies, alone, owed 
banks more than half a billion and still were well within 
their available lines of credit. To the modern banker, a 
finance account is a thing of beauty. The banker likes to 
keep his money working and seldom is a finance company 
out of debt. During the depression, when most business 
enterprises were “getting out’ of the banks and com- 
mercial loans were few and far between, many a banker 
was reminded that he was still in the business of lending 
money by a finance company application for a_ loan. 
Indeed, it was the scarcity of other borrowers that helped 
many a banker overcome aversions to instalment credit. 
The profit motive has a way of liquidating “convictions.” 

Because finance companies frequently owe banks one 
to two and one-half times their capital, and, collaterally, 
because the banks have so large a stake in the finance 
companies, the instalment credit industry is the best 
policed in the country. Bankers must be constantly alert 
—for the safety of their loans—to guard against over- 
expansion, excessive liberality, and illiquidity. The wave 
of terms-tightening instituted early this year —Jul 


* The report attracted attention of finance company men, and 
as a result Mr. Ayres became associated with the National Associa- 
tion of Sales Finance Companies as secretary and analyst. Today 
he is one of the country’s leading authorities on instalment credit 


statistics and theory. 


—_ 


17°37,p20) springs directly from banking pr: 
had become leery of nothing down, five yea: 

None of the large companies had gone in ; 
wide and easy requirements. But Ford, th; 
sal Credit Corp. (now owned by C.I.T.) 
gated the “no more than $25 a month” ; 
competitive rush to sell, merchants and deale 
ing terms, not merchandise. As far back 
1936, Banker Newton had warned the fin 
(BW—Oct9’37,p16). When little was do: 
the way of shortening terms, he turned 
warned the bankers that they had better ke: 
their finance customers. 

It was not long before the National 
Goods Association, the National Retail Fur: 
ciation, and various groups of credit men ¢ 
war cry. And A. E. Duncan, canny chairman 
Commercial Credit Co., on Aug. 31, sent a | 
officers and employees referring to Mr. Newton's : 
warning that “finance companies should prompt); 
the current trend toward unsound practices through : 
purchase of . . . instalment contracts involving 
maturities and short down payments.” 


LUNTLY, the sales finance company is in thy 

ness of borrowing from the banks for from thr 
nine months and buying notes of consumers whic! 
in one to 36 months. Bankers call it “borrowing . 
and lending long.” If a manufacturer tried bor 
from the banks on short term and extending cred: 
his customers on long term, he’d wind up in bankrup 
But a finance company is different. It makes 
in part at least, from borrowing short at low 
lending long at higher rates. Banks recognize 
accept it, but they want it held within bounds. 

Generally, a banker expects an instalment credit \ 
pany, if it were forced to liquidate, to be able to | 
its debts out of its collections in six months. This 
flexible rule. But it has been propounded by Mr. \ 
ton, and hence has wide acceptance. To understand 
requirement, it is necessary to think of the instals 
business in its totality—as a continuous operati 


| A Hybrid Security 


Some instalment finance companies have hit upon, a 
are using, a new type of security—a cross between 4 
bond and a preferred stock. It is called “the subor 
dinated debenture.” Though a direct obligation, 
indenture specifically provides that the lien on the geo 
eral assets of the company is subordinate to bank debt 
that explains the name. 

In order to make these debentures attractive © ™ 
vestors, they are often sweetened with (1) a high interes! 
rate, (2) a participation in profits, (3) the right © © 
vert into common stock, or (4) a combination of a! 
or all of the foregoing enticements. 

Bankers do not have to worry about these debentures 
maturing automatically and taking equal rank with bao 
debts, in the event a company gets into difficulties 
hence bank borrowing is made somewhat easier, si 
such debentures afford a capital cushion like prefer 
and common shares. The difference is that iver 
payments are mandatory and the investor does have 4 
general lien on assets, after banks are paid off. 
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, steel rolling mill. While white-hot metal goes into the 
mill at one end, the finished sheet comes out at the other. 

And while one man is entering an instalment sales 
is fulfilling his payments on 


But the more steps in the steel rolling process, the 
longer it will take to get the finished sheet. Likewise, 
be more months in the financing process, 
vill it take to collect the final payment, 
the longer will it take the finance company 
»o liquidate its receivables and pay off its own promissory 
otes. Suppose, for example, that a credit company has 
ought $1,000,000 of purchaser paper at uniform inter- 
vals on 12-month repayment contracts. 
liquidation, in six months it will collect (assuming all 
contracts are promptly paid) $730,769; 
vill have wound up its affairs. Another company which, 
» a similar basis, has dealt exclusively in 36-month paper, 
vould collect less than one-third of its outstandings in 
sx months, and would require three years to liquidate 


If it goes into 


in 12 months it 


USE OF RETAIL CREDIT SLACKENS 
DURING DEPRESSION 


(1.0.U. Buying Falls Faster than Purchasing Power) 


70 
CASH SALES 

<= 
? 
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| | | 
| | | 

30 
OPEN 
CREDIT SALES 
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| 


1929 1931 1932 1933 1934 1935 1936 


Dota: U.S. Department of Commerce; 
Commercial Investment Trust Corp © BUSINESS WEEK 


In the case of the first company, 


would be comparatively safe, assuming the finance com- 
exercised care i i i i 

$700,000. Without making any allowance for the cushion 
s own capital, at the end of a half year 
the borrower would be able to pay, 
But the second company 
would consume three times as much time paying off the 
And anything can happen in 18 
The company’s obligors might die off, or 
That’s why the banker likes 
six months’ liquidity. It puts a time limit on the unusual. 


even in liquidation, 
(see footnote ) 


same amount of debt. 


bs, or skip the country. 


HORT down payments and Jong a flourished 
under government auspices. Sam, during the 
uly days of recovery, strove mightily to prime the pump 
with credit maneuvers. Not only did the Federal Reserve 
buy bonds in the open market to encourage bankers 
to lend, but through the Federal Housing Administration, 
loans on building materials and household equipment were 
nsured. “Nothing down, five years to pay” 
monplace. Credit companies and banks took little risk 
when the government guaranteed the purchaser’s credit. 
Public utility companies jumped on the bandwagon to 
ll electric refrigerators, washing machines, and vacuum 
were not interested so much 
appliances, as in selling something else: current. 


became a com- 


* The collections a the second company would be $01. follows : 


. willing to venture into the ‘intricacies of 
m the formula for determining collections at the 
end of any period ‘of time is: 

_Paf 2N — 1) 


N Senitel ‘of initial instalment contract, whether for 12, 
~ or 60 months. 
ount of instalment paper outstanding when company ceases 
aking new contracts and starts li 
n Number of months after start of 
Total collections during period n. 
purposes of this c ale uiecicn, the proble m assumes that 


mounts meathiy, with on contracts reaning for the same length 
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CONSUMERS ARE CONSERVATIVE—That’s indicated by the 
fact that from 1929 to 1932 both instalment and charge account 
credit sales dropped much more sharply, in relation to total 
wages and salaries, than cash buying. Apparently, salary and 
wage earners were not willing to go into debt, when conditions 
were unpromising. But in 1933, when the upturn began, credit 
sales picked up sharply—especially instalment volume. (The 
data in this chart on credit sales from 1930 through 1934 have 
been worked out by Commercial Investment Trust and, while 
unofficial, are believed to be a fair guide to the trend.) 


whatever the intention, the effect was the same: easy 
terms. 

The finance companies also took, like ducks to water, 
to easy credit to expand their volume. Their theory 
was that during recovery from a depression, those persons 
who still held jobs, would continue to keep them. Employ- 
ment, they reasoned, would get better, not worse. More, 
they felt that recovery still had a good many years to 
run. But now, in 1937, American business is four years 
out of the 1933 trough. Therefore, it is four years nearer 
the next depression, which is expected to strike at “x” 
time in the future. What Mr. Newton had in mind 
when he issued his warning, and what the finance com- 
panies also had in mind, when they acted on it, was 
simply this: that they advance credit not on this week's 
paycheck, but on next year’s, or the year’s thereafter. 

So, stiffening-up as recovery got along was just plain 
common sense: common sense for the bankers, interested 
in protecting their loans; common sense for the finance 
companies, interested in safeguarding their profits and 
their solvency. If John Jones’ paycheck stops coming in 
a year or so hence, then the finance companies will have 
to accept losses—losses which, to date, have been confined 
to comfortably narrow limits: 1.2% in 1936. 

Considering that there are more than 1,000 finance 
companies in the country and that instalment credit is 
extended by department stores, by automobile and refrig- 
erator dealers, by mail order firms, by furniture stores, 
by jewelers, and a multitude of other retailers, that loss 
is astonishingly modest. Indeed, it makes a fair com- 
parison with the 0.5% write-off of department store and 
other merchants on their open (charge) accounts, 
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For an instalment company, the first four months of 
every contract are the hardest. Seven out of every 
10 defaults occur in the initial 120 days. Reason: that’s 
the interval in which the purchaser learns whether (a) 
he bit off more than he could chew, budgetwise; (b) he 
is sorry that he bought the car, after all; (c) his family 
likes it. Knowing that, the credit company keeps tabs 
on the early payments as sharply as a Broadway actor 
on his press notices. 


HE new emphasis on stronger down payments is part 

and parcel of the same “nearer-the-top-of-recovery” 
theme. If a man puts up one-third at the start, he won't 
blithely let his payments lapse because he’s unable to go 
to the movies as often as he used to—especially if the 
market value of his purchase exceeds the unpaid balance. 
Automatically, that will cut down on forced repossessions, 
which, rare as they are, occur largely because the finance 
company has done a poor job in the first place—either 
through failure to get sufficient down payment or through 
an adequate credit check on the earning power and 
reputation of the purchaser. Other repossessions, arising 
when a sudden emergency breaks into the even tenor of 
a planned budget, are usually voluntary. The debtor 
calls up his automobile or refrigerator dealer, informs 
him that his wife has to have an operation, and often 
gets an extension. If the merchandise is physically 
recaptured, it is only until the debtor gets back on his 
financial feet and is able to resume payments. 

At no time has the volume of instalment selling 
reached the mountainous crests asserted by its detractors. 
Estimates such as $9,000,000,000 to $13,000,000,000 are 
products of anti-statistical imaginations. But such loose 
calculations have gone the rounds, have confounded both 
foes and friends. That is because “instalment selling’, as 
a phrase, has come to mean a multitude of things, has 
been used interchangeably. with “consumer credit.” 

Consumer credit* is far greater than instalment credit. 
It includes instalment credit and, if Euclid is still right, 
then consumer credit must exceed instalment credit, 
because the whole is greater than any of its parts. 


No adequate census has ever been taken of consumer 
credit. Indeed, it will be difficult ever to get a reasonable 
tally. Too many types of lenders are involved, and 
some, like the loan sharks, are not likely to give them- 
selves away. But we do have a census of retail selling— 
a census which, with all its shortcomings, affords a meas- 
ure by which to put instalment credit in its proper place 
in the economic scheme of things. But, first, it is well to 
bear in mind that the instalment plan, as a powerful 
sales force in the United States, is of fairly recent origin. 
Late in the 19th century, furniture, particularly the 
piano, was retailed on deferred payments. The merchant 
usually carried the account himself. Singer sewing 
machines likewise were popularized with the vendor 
carrying the buyer—in some cases with down payments 


* Among the many forms of consumer credit are the following: 
1) personal loans by banks, such as those granted by New 
fork’s National City Bank, one of the forerunners in this develop- 
ment; (2) Morris Plan advances; (3) pawnbrokers assistance ; 
sane finance company loans at fairly stiff rates; (5) open 
extended by retailers—charge accounts; (6) illegal “loan 
accommodation ; (7) loans by various companies to pay off 


shark” 
(8) instalment credit 


old debts ; 


INSTALMENT SELLING 
AND TOTAL RETAIL VOLUME 


INSTA 


oo 


Per Cent of Total Retail Sales 


3 


0l 
1929 1932 


Dota: U. S. Department of Commerce; 
Commercial Investment Trust Corp 


1933 1934 1935 


MAXIMUM, 13.2%—That was in 1929, when total retail 
amounted to a bit more than $49,000,000,000, and instalm 
selling was estimated at $6,500,000,000. The low percents: 
was in 1932, when instalment buying was 6% of total rey 
volume. In 1936, the percentage of instalment to retail \ 
11.8%. Total sales were $38,000,000,000; estimated instalm 
credit was $4,500,000,000. (Data in this chart on instalme: 
and open account sales for 1930 through 1934 have been work: 
out by Commercial Investment Trust and, while unofficial. » 
believed to be a fair guide to the trend.) 


But not until the automobile came 
“big time.” 


as low as 50¢. 
did instalment selling really crash the 


URING the World War, John North Wi! 
emerged from retirement to give Willys-Over! 
a lift out of depression. In 1915, to stimulate sales 
formed a finance company to assist purchasers of Ow 
land cars. Four years later General Motors launched « 
General Motors Acceptance Corp. In those days, mot 
companies were not financial stalwarts. They were p 
they needed capital and sold only for cash. 
a battery of cars left the shop, they had to have immediat 
payment to start work on another battery. 

Ford is a prime example. In 1921, rather than bo: 
row, he pushed cars on his dealers and so raised cash. And 
that cash policy, like an atavism, carries over today (¢\ 
though the industry is one of the most powerful, fina 
cially, in the country) with the invariable terms: “Sig! 
draft with bill of lading.” 

So some agency, other than the manufacturer, had ' 
take up the burden. Finance companies started on 4 sm 
scale as early as 1912. Henry Ittleson’s C.1.T. got int 
the business in 1916 (first tie-up with Studebaker lasted 
only one year because Studebaker wanted an exclus' 
contract and C.1.T.+ wanted to free-lance), and rea! 
launched out in 1919 when it acquired from the Wills 
finance company Arthur Orrie Dietz, who specializé 
in developing finance plans for automobile manutactur’® 
and who today is head of the company’s  instalmen' 
division (other than Ford cars). And Commercial Cred 


\s soon 


+ Studebaker is back in the C. I. T. fold. 
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Is instalment credit easy? Here's the answer: 8 distinct steps 
before a purchaser actually gets his merchandise, and 10 steps 
altogether. In itself this elaborate detail is a check on loose 
extension of credit. This is what happens on a typical 
automobile instalment transaction: 


1. Buyer selects his car and fills out a purchaser's statement 
—an application for instalment credit, which is similar to an 
automobile owner's registration papers, but which also con- 
tains references, amount of salary, etc. 


2. Then a conditional sales contract is signed; title does 
not pass, but resides with the seller. 


3. Purchaser signs a negotiable note, which specifies the 
number of monthly instalments and the amount of each 
payment. 


4. Dealer then tells customer when to expect delivery. 


5. Dealer telephones finance company office (usually within a 
50- to 100-mile radius) and gives pertinent credit data. 


6. Finance company then checks credit. A local (non-re- 
cou.se) company checks by personal investigation; a national 
(with recourse) company, usually by telephone. There are at 
least two verifications, one with a store in which customer 
has had a charge account, another with a bank in which he 
has either a checking or savings account. Sometimes, if the 
purchaser has been an instalment buyer before, the company 
may have records in its own office. (An attempt is always 
made to ascertain the buyer's reputation in his own com- 
munity.) This usually takes one day. 


10 Steps in an Instalment Sale 


After its investigation, the finance company notifies the 
dealer whether the customer is an acceptable risk. If he is, 
the deal’s on. If he isn't, the dealer may try another finance 
company, may finance the purchase himself, or may call off 
the sale. (Generally, a risk that’s unacceptable to one com 
pany, won't be taken by another.) 


8. Car is delivered; purchaser gets a carbon copy of the 
conditional sales contract. 


9. Dealer sends finance company the conditional sales con- 
tract, the buyer's note, and title to the automobile. If it is a 
national company, like General Motors Acceptance Corp., or 
Commercial Credit, or C.LT., the dealer endorses the note: 
if it's a local company, the purchase of the paper is usually 
on a non-recourse basis and the dealer does not assume any 


risk. 


10. The finance company then notifies the possessor of the 
new auto that it has purchased his notes, advises him of his 
insurance coverage, and sends him a book of coupons showing 
the amount of payments and the payment dates. Thereafter, 
the finance company deals directly with the user of the car, 
until the contract is fulfilled (but if it is a recourse company, 
and there is a default, then the finance company turns to the 
dealer make good). 


When a department store extends instalment credit, usually 
it finances the buyer without the intermediation of a credit 
company, and steps 5 and 9 are eliminated. Steps 6, 7 and 10 
are carried out by the store, or an agency hired by the store 


n 1922, took over the Willys finance company. Thus, at 
the turn into the “motor era,” the “big three” instalment 
companies* were well under way. 

Meanwhile, the country was being dotted with smaller 
finance companies—companies which did not operate on 
national scale and which had no direct tie-ups with 
manufacturers. Profits were high. Charges ran from 1% 
to 2% a month of the unpaid balance, in contrast to the 
current rate of 14% a month on new cars, about 34% 
on used cars. Year by year automobile sales financing 
grew, until today about 60°% of new and 65% of old 
ars are sold on the instalment plan—and the automobile 
accounts for about 60% of the total instalment contracts 
written in the course of a year.* 


ROSPEROUS with the automobile, finance com- 

panies branched out. The refrigerator was a natural, 
long with the electric range, the radio and the washing 
machine—in an age of electricity. Anything that had a 
elatively long life, a high price, and seemed likely to 
be worth more than the unpaid balance was raw material 
tor the finance company’s rolling mill. (But radios, as 
many companies experienced unhappily shortly after 
1929, tailed to meet this last requirement. Once manu- 
tacturers began their price-cutting war and the $10 
jaloppi set made its entry on the American scene, many 
i company was repossessing, after two or three months, 
i high-priced console set, which could be sold only at a 
substantial discount from what was still due.) 


, GMAC handles wholesale paper of dealers and retail paper 

consumers for General Motors’ products exclusively. LT 
md CCC. not only are instalment credit firms, but also engage 
n factoring and other vranches of the finance industry. 


Estimated automobile instalment sales of $2,800,000,000 were 
‘2% of the estimated instalment volume in 1936. 


NOVEMBER 13, 1937 


And today, almost anything from haberdashery to 
custom-built motors cars, is available on instalments. 
The mail order houses, such as Sears, Roebuck and 
Montgomery Ward, have their “easy payment plans,” 
and leading department stores are doing it. Indeed, even 
merchandise from the strictly cash R. H. Macey & Co., 
can be bought on time through a letter of credit from 
the Morris Plan Bank Men's 
clothing stores try to “pull in” passers by with placards 
promising 10 easy payments. 

This trend toward anything and everything on a pay- 
as-you-use basis has created justifiable horror among the 
conservatives. A repossessed pair of pants is not likely 
to have a high value in the second-hand market. But it’s 
not nearly as bad as it seems. First, because these ten 
easy payments on “soft goods”’ generally refer to weeks, 
not months. Second, because the volume, while large in 
percentage gains, is small in relation to the total. 

The National Retail Dry Goods Association, in a sur- 
vey of its members, found that, although instalment sales 
of soft goods in 1936 were 46.39°7 higher than in 1935, 
they still represented only 5.44°7 of total sales. More- 
over, the individual soft goods accounts, at $31.33 (com- 
pared with $79.31 on regular hard goods deferred ac- 
counts) are relatively small; so that if any reasonably 
careful checkup is:made on the customer before grant- 
ing credit, the likelihood of loss is remote. 

In all, about $4,500,000,000 of retail sales of all types 
were made on the instalment plan last year. That is no 
guaranteed statistic. But it’s the best we have. It comes 
from the Bureau of Foreign & Domestic Commerce, 
which has built it up by the sampling method. Possibly the 
figure is a little low. The bureau itself is not entirely 
satisfied and even now is engaged on a special study to 
isolate the types of goods sold on instalment payments, 
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INSTALMENT SELLING: THE REAL SIT yyy. 


How Department Store and Finance Company Instalment 


Terms Compare 


During 1936, you could buy a refrigerator at retail on nothing enforced by Commercial Credit Co., but on the con Vative 
down with five years to pay. That was one extreme. At the end, they are much sterner. Commercial Credit «. are 
other, a 20% cash payment was required, with 12 months as_ selected as representative of instalment credit panies 
a maximum to pay off. It depended on the store, or dealer. generally. Some items on the department store |is) (,.. 
The schedule of department store deferred selling, compiled mercial Credit does not finance; in others direct com) irison, 
by the National Retail Dry Goods Association, shows that are not feasible. Commercial Credit, in contradistin. :\, ma 
terms required on the liberal end are easier than those now department stores, finances only durable consumer go...\. 


Department Store Instalment Terms | Onno 


Typical Conservative Liberal Minimum 
Doun Number Down Number Doun Number Doun 
Payment of Months Payment of Months Payment of Months || Paymeni* 


Refrigerators .... None 20% 12 10% or $5 39 
10% or $5 


Radios, Phonographs . 10% 25% 6 18 

Ranges ... 20% 10 10% or $5 

Other Kitchen 20% 10% or $5 4 

I dering Eq — 10% 10% or $5 4 

Oil Burners 10% 5% or $25 %, 

Vacuum Cleaners ; 10% || 10% or $5 1g 

Sewing Machines . 

Furniture 

Floor Coverings 

Draperies 

House Furnishings 

Men's Coats, Suits” 

Women's Coats 

Dresses. 

Children's ‘Apparel 

Sporting Goods . 

General Merchandise, Low Priced Items 

Water Heaters .. tee eee 10% or $5 
* Whichever is Higher. + Does Not Handle. 


20% | No Terms in 
25% 
33 


the amounts involved, the geographical distribution, and on for years. It is granted by the butcher, the baker, an 
the percentage of collections.* Ultimately, Washington the candlestick maker; and by manufacturers, jobber 
hopes to wrap up instalment selling in a neat, statistical and wholesalers. It is imbedded deep in the indust: 
package, so that analysts, economists, bankers and statis- structure. Its safety depends more upon i orig 
ticians will be able to make an accurate appraisal of its credit investigation of the seller, than on the short 


influence on business—past, present and future, of terms—30 to 60 days. If a purchaser has stead) 

In the meantime, to get any perspective at all, it is ing power, a proved reputation for reliability, 
necessary to work with what material is available—all doesn’t owe too much to others, he’s likely to be a g 
the while making reservations. Doing that, what do we credit risk; and that goes for big corporations, for part 
get? Just this: that in 1936, instalment sales amounted nerships, for charge customers and for instalment buyer 
to 11.8% of all retail sales; that that was a slightly 
higher percentage than 1935’s 10.9%, but was lower HE proof of instalment credit’s soundness as a sal 
than the 13.39 proportion in 1929. Thus, in the year device is experience. In 1929, instalment sales 
of highest recorded instalment sales, and in the latest retail totaled $6/500,000,000. When the depress 
year on which statistics are available, the pay-as-you-use started, the amount of instalment debt (notwithstanding 
purchasers took between one-seventh and one-ninth of that terms were tighter in those days) was probably ta 
the goods sold at retail. Those fractions would only be greater than it is today. Yet no ue foe mont 
large enough to upset the national economy if all instal- loans to instalment finance companies, but finance com 
ment contracts soured simultaneously. panies lost money in banks that closed. And throughow' 

Moreover, department stores and general merchandisers the depression, instalment companies prospered. 
extend far more credit on open-account than is advanced $30- to $60-a-week man made good. 
on instalments. Charge-it-please customers bought As unemployment increased and national income 
$8,100,000,000 worth of merchandise in 1936. And that creased, instalment sales declined—naturally. All 
would imply that, if instalment credit is a 100% “men- declined, both open account sales and cash transactions 
ace,” charge account sales must be a 180% threat to But credit sales, particularly instalment sales, droppe 
business stability. But open account credit has been going faster than cash business, which implies that the public 
~* An instalment credit unit, under the direction of Malcolm when things are not any too rosy, cuts its loth 


Merriam, formerly of the Brookings Institution, has been estab- hihitions 
he to the Pures of Foreign & Domestic Commerce, with the suit its prospects, either because of self-imposed mA 
object of setting up a current index of instalment sales from or inhibitions imposed by credit men: or a bit of eac 


month to month. 
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WNWSTALMENT SELLING: THE REAL SITUATION 


An automobile salesman can describe the wonders of 

. automobile as glowingly as Shelley poetized about 
mre but basically the buyer bears in mind his own 
iliry to pay. Yet, if the buyer's fingers itch too much, 
he forgets in the enthusiasm of a sales talk his own 
lity to pay, the finance company, checking his credit, 
vill bring him down to earth, Thus, there’s a double 
check; the buyer, himself, and the finance company. 


the business mechanism. A man is able to buy a 
frigerator, say, before he has actually saved for it. 
When that happens all along the line, manufacturing 
serations step up in advance of accumulated purchasing 
i So, at some future date, when recovery rounds 
of to a top and depression sets in, instalment selling will 
restrained. That, the enemies of instalment credit 
leclare, will aggravate the depression. 

Maybe so, but . . . instalment selling will not dry up 
ll by itself. Open credit and cash sales will likewise 
lecline, as the chart (page 49) so clearly shows did 
ppen. Yet, this much is true. Consumers who have 
urchased on instalments, will be purse-bound by their 
mmitments, and fewer instalment buyers will be 
ming forth when business is slow to take their place. 
rhat will definitely deepen depression. The question is, 

w much and for how long? 

The Bureau of Foreign and Domestic Commerce in- 
forms us that in 1936 instalment accounts were paid off on 
the average in seven months and one day.* Thus, even in 
a year given to widespread prolongation of terms—when 
nerchants vied with one another to sell terms, not 
verchandise—the consumer had not pledged his lifetime 
earnings to the instalment collector, On the average, 
msumers would be free and clear in seven months. 
Variations from the average, admittedly, would be wide. 
Some would be paying off for only two or three months; 
thers for as long as 30 months. But what counts in 
the cumulative effect on business is the average. 

And now, what will happen when the country enters 
nother depression? What effect will this mortgaged 
earning power have upon business? At the outset it 
vill hurt, obviously. But as debtors clean up their obliga- 
tions, they will discover a new-found budgetary freedom; 
1 direct consequence, there will be net addition—a 
thawed-out addition—to the national purchasing power. 
ind most of this thawing out will be done in the first 
even months—even if depression slows up payments, as 
t doubtless will. 


instalment selling accelerates 


S in bitect 


steady 
bility, 


S, for part 


ent buyers 


as a sales 


nt sales 


de press 


ithstanding 


robably fat Furthermore, the sum involved is anything but alarm- 
money ng, despite the calamity howlers. During 1936, the 
hance com mount of instalment credit outstanding at any one time 
throughou vas $2,610,000,000* or only 6.4% of the total wages 
red. Th nd salaries paid during the year. True, during a de- 
| ression wages and salaries decline. Yet, even if they 
income & iropped to 1933’s level of $29,000,000,000, the lien that 
AIL. sales 
unsactions *Many persons have interpreted this to mean that instalment 
4 niracts on the average ran for seven months and one day. That 
S, dropped ‘net correct. The Bureau said that the “average length of time 
vw ‘he retailers’ dollars were tied up in their accounts receivable” was 
the pudl “11 days. That would indicate that the average instalment 
loth t Stract ran for 13 months and two days. 
inhibitions Commercial Investment Trust estimates that at the end of 
5, instalment debt outstanding was $2,000,000,000, but that 
it of ea “ems a trifle low. The above statistic has been used by Mr. 
Vhite, of the Bureau of Foreign & Domestic Commerce. 
ESS WEEK 
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$2,600,000,000 of instalment debt would place on annual 
earning power would be less than 10°%—which would 
still mean that 90° of the earnings of the man in the 
street would be unencumbered. And if all purchasing 
power is taken into account to include dividends, rents 
and entrepreneurial income, the encumbrance—even for 
the dismal vear 1933—would be less than 6°%. 

But if instalment volume increases much more rapidly 
than earning power—if workers mortgage say 20°; 
to 25% of the future income—then the danger of 
serious deferment of purchases at the outset of a depres 
sion would be something to reckon with. Consumers, 
then, would be in a contractual vise. Consider, how- 
ever, the likelihood of that happening. It would be 
necessary to assume that the country would go crazy on 
retail credit, just as it went credit-crazy in stocks in 29, 

It would imply that the normal checks and balances 
would not work: that buyers would lose sight of their 
ability to pay; that retailers would do anything to make 
a sale; that finance companies would make inadequate 
investigations of credit. In short, it would be necessary 
to assume that caution would go to the winds in a wild 
endeavor to attain volume. And it would be necessary 
to make that assumption in the face of today’s concerted 
effort, all over the United States, to tighten terms. 


NATO absolute judgment is warranted yet on the merits 
4 of instalment credit. Until the volume, the distri- 
bution among classes of workers, and the nature of terms 
are fully established, it is wise to make reservations. Yet, 
this fact is definite: that the automobile industry, which 
was in the vanguard of recovery, would never have 
achieved a 5,000,000-car year, had it not been for the 
time sales device. And business, all the time, has 
benefited. 

Finally, instalment volume at $4,500,000,000 in 1936, 
is just not great enough at this time—even granting that 
the figure may be too low—to constitute an economic 
béte noir. Only 11.86% of the total recorded retail sales 
last year were based on time payments. Other retail 
credit far exceeded it in magnitude. To stress that 
11.8% is to forget about the many other forms of con- 
sumer credit. And more, instalment selling is only one 
link in the problem—and probably the strongest link: 
because the consumer does not get title to his automobile, 
his refrigerator or his dining room table, until he pays up. 


| REPRINTS AVAILABLE 


| NSTALMENT SELLING: THE REAL SITUATION is the 
eighth of Business Week's special reports to execu- 
tives. Copies of this report will be available in 
reprint form. Single copies will be mailed to Business 
Week readers upon request without charge. Additional 
copies will be billed at the rate of 5¢ apiece. 


Requests for reprints, whether for single copies or larger 
quantities, should be addressed directly to 


Glenn Griswold, Publisher 

Business Week 

| 330 West 42nd Street 


New York, N. Y. 
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One of a Series, “A Five-Year Record” 


TAXES INCREASE G7% 
In 5% VEARS 


An INCREASE of 67% in taxes on companies in 
the Associated System was recorded between 
1932 and June 1937. In the 12 months ended 
June 30, 1937 alone the increase over the 
previous similar period was 22%. 

In one large company, taxes exceed the total 
electric revenue from residential customers for 
all types of service in the home. 

More than 40 different kinds of taxes are 
levied upon companies in the Associated System. 
There are in addition many fees, duties, and 
levies paid to regulatory bodies. 

The contribution to the cost of government 
which Associated companies have been asked 
to make has increased rapidly in recent years, 
as the following table shows: 

1934... 12,938,000 
19935. . 13,750,000 
*12 months ended June 


ASSOCIATED GAS 
& ELECTRIC SYSTEM 


$10,125,000 
11,131,000 


EDWARD D. DUFFIELD, PRESIDENT 


has THE 
SYRENGTH OF } 
GIBRALTAR | 


{ 


To appreciate his importance in the com- 
munity, ask the beneficiaries who receive 
Prudential checks. 

He may be able to render you valuable 


service. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


HOME OFFICE: NEWARK, N. J. 
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Cautious on Housing 


Straus, administering new |,, 
won't consider applic tions {,, 


60 days. 


WASHINGTON (Business 

—Trying to avoid the mis: 

loping in too many directions 

time, Nathan Straus, head of 

States Housing Authority s 

the Wagner Housing Act, }, 

a 60-day moratorium on th: 

tion of applications for new proj 
During this breathing spel 

cipal task will be to adopt 

a radically different concept 

term “low-cost’’ than has hi 

marked governmental housing ef 

There is no room for any extra 

in the new drive to provide ac 

dation not for the low-incom: 

but rather for those in the lowest in 

classification. And in between 

Mr. Straus must find time t 

rental schedules for a number of i 

herited Public Works Administrat 

projects now ready for occupancy 


for 


Aims at Dispelling Delusions 

As the first step in his policy-build 
ing, Mr. Straus has called, for Nov. 22 
a meeting of delegates from existing 
local housing authorities. Ostensib! 
this is to get their ideas, and there wi 
undoubtedly be full discussion, but it; 
also obvious that Mr. Straus will wt 
ize this opportunity to dispel any de 
lusions of grandeur that may be linge: 
ing in the minds of the applicants for 
federal subsidies. For the law n 
limits cost per room to $1,000 ($1,25 
in the larger cities) and is aimed ' 
improve accommodations for the lowe 
stratum. This, says Mr. Straus, means 
a maximum rental of $5 to $5.25 per 
room per month, and this is the goal be 
is shooting at. Even if he scores « 
bullseye, the funds at the disposal o! 
USHA will take care of only about 
120,000 families, which will be a ver 
small proportion of the one-third of ow 
population that is, to quote a high au 
thority, “‘ill-housed.” 


Going to Talk Turkey 

By limiting the Nov. 22 meeting ' 
the representatives of existing local 4 
thorities, Mr. Straus has no intention \ 
discouraging the formation of additio' 
bodies of this type. On the contrary 
he recognizes fully the importance 
cultivating cooperation on th 
local state authorities 
meeting is intended to talk turke} 
has no place for interested obser 
Later, when policies have bee 
there will be other meetings 
whose interest is still poter 
that will be another drive 
which must be postponed ur 
can get the wheels to turnin; 
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hart of Ethies 


National Association of Manu- 
facturers issues a program of 


business conduct. 


procraM of ethics for American bus- 
<< has been adopted by the board 
“sirectors of the National Association 
; Manufacturers. The report is the 
| ek of a committee headed by H. W. 
rentis, president of Armstrong 
rock Co. It was made public by Mr. 
Deatis in New York last week. 
” Business is urged to adhere to the 
principles laid down as an answer to 
vacks on its good faith. The report 
overs relations with customers, ~ 9 
sliers, competitors, employees, stoc 
ders, creditors, the community, gov- 
eament. The program advises: (1) 
forming the public as to the accom- 
chments of the American system of 
private enterprise; (2) exposing falla- 
ues of proposals to cripple or abolish 
his system; (3) adherence to high 
srinciples by all business. 
" Adoption would involve fair treat- 
ent to suppliers and creditors as well 
ss customers, legal cooperation with 


competitors to improve standards, recog- 
nition of stockholders as owners, dem- 
onstration that business is a “good citi- 
zen,” support of government in its legit- 
imate functions. A sound labor policy 
is described as “providing free inter- 
change of ideas between management 
and its employees on all matters of 
mutual interest, adequate opportunity for 
consideration and adjustment of all 
complaints, maintenance of good work- 


ing conditions, and fair wages for work | 


performed.” Child labor is condemned. 
The report will be submitted to the 


N.A.M.’s “Congress of American In- | 


dustry” to be held in New York, Dec. 
7 to 9. It is not a code; there will be 
no enforcement body. Its sponsors de- 
scribe it as a statement of aims towards 
which business can work. 

Another recent activity of the Na- 
tional Association of Manufacturers is 
a newspaper advertising campaign for 
local communities. Theme of the 12 
full-page ads is, “Prosperity Dwells 
Where Harmony Reigns."" The names 
of organizations which underwrite place- 
ments will be signed to the ads. This 
idea has been used by the N.A.M. be- 
fore and with marked success. 


Business Week 


Southern Pacific “Ad on Wheels” Makes $3,000 a Day 


Southern Pacific's spectacular streamliner, “The Daylight,” operating between San 
Francisco and Los Angeles, has set what S. P. officials call a new world’s record for 
“ingle sections of a long distance train by carrying approximately 170,000 passengers 
luring the first seven months of its life. Currently, Southern Pacific is playing the new 


record for all it’s worth with advertising in California newspapers. 


* P. spokesmen believe the advertising value alone of “The Daylight” (meaning 
two duplicate trains which leave, one from each end of the 500-mile route, at 8:15 
‘very morning) has been worth the $3,000,000 investment. Hence, they are more than 
Pleased that the show train has produced a lot of revenue. It has 


the 


elf and, in addition, has produced more than $3,000 a day in profits. 


been paying for 


SPEEDS GEM RAZORS 
ON THEIR WAY 


Now that they are packaged in strong, sanitary 
rust-proof Beetle* boxes, Gem razors scarcely 
light on a dealer's shelf before they're off for a 
sale. For two years in succession the Gem Razor 
Co. has been increasing sales and making new 
friends through the use of Beetle’s lustrous color 
and texture. This is the 1937 winning design. 


GIVES THIS COFFEE URN 
PLEASING COLOR TOUCHES 


The Chase Brass & Copper Company chose 
Beetle for the handles, knobs and base of this 
interesting new coffee urn—with highly satis- 
fying results. Beetle adds a magic touch of color 
while mecting every practical requirement, such 
as insulation, strength, resistance to moisture, 
and a finish that will not wear, chip or peel. An 
interesting booklet outlining the full advantages 
of Beetle for these and other purposes ts avail- 
able on request. And the cooperation and facili- 
ties of Beetle’s laboratories and technical staff 
are at the disposal of manufacturers interested in 


the use of this unusual plastic fornew applications, 


BEETLE PRODUCTS DIVISION OF AMERICAN CYANAMID COMPANY 
50 West 50th Street « New York, N.Y 
*Trade-Mark of American Cyanamid Company applied to 
urea products manufactured by it. 


IT’S ALL COLOR AND IN ALL COLORS 
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GALVANIZING 
. - double thick 


. . longer life 


- - at no extra cost! 
PAGE P-12 galvanized fencing, identified 
by the label shown above, is covered by 
the 12-dip Preece Test guarantee, the 
highest known to the industry. This guar- 
antee applies not only to fabric, but to 
fittings, top rail and one posts 
as well. Specify PAGE P-12 fencing for 
double-thick galvanizing, longer fence life 
—at no extra cost. 


§ Superior Fence Metals 
PAGE FENCE is offered in 5 superior 
metals to meet every condition in fencing 
—Page P-12 Copper-bearing Steel, Page- 
Armco Ingot Iron, Page- Alcoa Aluminum, 
Page-Allegheny Stai Steel and Page 
genuine Wrought Iron. 


92 Association Members 


92 Page Fence Distributors with complete 
responsibility in fence erection service, 
estimates and consultation are located con- 
veniently throughout the United States— 
associated to serve you wherever you are. 


Fence Facts Free 
Your inquiey directed to 
any one the offices 
listed below will bring 
illustrated information 
and name of Page Fence 
expert nearest you. A. 
Page Fence is a product of the Page 
Steel & Wire Division of American 
Chain & Cable Company, Inc. See ad- 
vertisement back cover of this issue. 


PAGE FENCE ASSOCIATION 
Connecticut 


NEW YORK PITTSBURGH ATLANTA 
CHICAGO SAN FRANCISCO 


America’s First Wire Fence — Since 1883 
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SAINT LOUIS 


OVER SO OF ALL ROOMS $3.50 OR 
LESS. SINGLE. $5 OO OR LESS DOUBLE 
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Oil Burner Sales Behind Sched 


A million-and-a-half homes heated by oil help ma 
a record for fuel sales by petroleum industry, ;, 
new installations are disappointing. 


WHILE the petroleum industry wel- 
comes the frosty November weather, 
confident that oil burners in a million- 
and-a-half homes will help take up the 
autumn slack in gasoline demand, 
burner manufacturers are not so happy. 
Sales of burners have been disappoint- 
ing since Oct. 1. 

Total shipments of oil burners in 
1936 were 192,274, a 42.8% gain over 
1935. General optimism prevailing 
early in 1937 caused the manufacturers 
to give three rousing cheers and set 
their sights for sales of 300,000 units 
this year. Clouds that have settled over 
business conditions, stiffening competi- 
tion from rival fuels, the faltering in 
new home construction have caused a 
drastic revision of the figures. 

It is said now that the industry will 
be lucky if it can place 250,000 new 
units by the end of the year. October 
is the big sales month for domestic 
burners. Some companies report that 
sales were below the September figure. 
The Census Bureau shows shipments 
of all types for the first nine months 
of 1937 as 145,215, while for the same 
period of 1936 total shipments were 
131,979. 


Stocks at Higher Level 

discouraging factor is stocks. 
These were 23,823 on Oct. 1, against 
16,538 on the same date last year. 
Home heating is the potential mass 
market. In this field the hesitation is 
most notable. Orders for domestic oil 
burners during September were under 
the same month last year; the figures 
were: 27,834 in 1937; and 30,225 
in 1936. 

The Census Bureau gets its figures 
from 178 manufacturers. In many cases 
firms have put out oil burners as a sub- 
sidiary line to absorb plant capacity 
built up for other products. Competi- 
tion among these companies and among 
dealers has had its effect on prices. In 
1929 the average cost of an oil burner 
installed was $600; last year the figure 
was $325; this year it is about $300. 
Conversion jobs (oil heaters in old coal 
boilers) still make up about 80% of 
the market. 

Because of its cost, air conditioning 
hasn't helped much. A domestic burner 
unit which includes air conditioning 
comes to around $1,000 installed. This 
is a 10% burden even on houses costing 
$10,000. It is practically out of the 
question for homes costing under 
$7,000 which are considered the most 
likely oil burner prospects. 

Diagnosis indicates a complication of 


afflictions. With so many manufac» 
in the field, nobody has 2 chan ; 
mass production, which is needes 
reduce prices. Some companies, t 
ing out burners as a side line. determis 
their output in advance, then bear dog 
on their dealers to sell it, regardless 


Too Much Emphasis on Sales 


Indeed, there is too much emph 
on sales all down the line. Dealer. 
clude petroleum companies, fue! my 
keters, heating contractors, elect; 
specialty dealers, plumbers, mail ori. 
houses, and others. Sometimes fe! 
dealers will chisel on the price oj 
burner to get the oil contract: som 
times there is chiseling on an oil 
tract to sell a burner. If installation 
faulty, the result is a kicking custome 
perhaps a shift to another field 

New Jersey Standard is the ¢ 
major — company now hand 
ling domestic burners. Competiter 
would just as soon it withdrew. Th 

int out that ESSO’S principal intere 
is sale of oil and that multitudinous o 
lets make it a toughi rival for indepen 
ents. Again there is a tendency / 
some of the big burner manufacture 
to withdraw from direct sales to hous 
holders; this makes difficult the prox 
checking of installations by dealers a 
the prevention of below-cost quot 
tions on burners. 

But the sum of all this means hid 
and consistent selling of oi! burners and 
a mounting number of homes so heated 
An all-time record in demand for fu 
oil for buildings was registered | 
year, and 1937 should set a new higt 
weather assisting. 

Sales of heating oils reached 9 
257,000 bbl. (of 42 gal. each) ls 
year. This was a 29% gain over 1935 
Private homes took 70% of the 19 
total. For the second year, heating 0 
demand surpassed that of bunker fu 
oil for vessels. 


Motor Fuel Prices Cut 


Meanwhile the downward drift 
asoline consumption from the Labor 

ay peak, plus competitive condition 
is bringing about cuts in motor fu 
trices. They were preceded by a soften 
ing of wholesale quotations in the Mi 
Continent field. Socony-Vacuum | 
week clipped $¢ per gal. off prices " 
New England. Ther 
was a similar cut by Ohio Standard x 
Kentucky Standard (in Ohio) . Stance 
of Indiana cut three-tenths of a cent. ™ 
about a quarter of the country, tank a 
and tank wagon prices have been © 
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something less than per gal. 
“e also have been cuts on bunker 
oil at Atlantic ports. — 
While t! lessened gasoline demand 
the gasoline put to storage as a 
. of fuel oil operations have in- 
ved stocks, nobody seems to worry. 
é; ks of some 66,800,000 bbl. 
as sufficient for about 43 


t so 


Manufactyr 


has a chance estimated 

uich is needed ’ needs; the amount is 15% above | 
companies, + ks a year ago, which equaled about 

‘needs at that time. The in- | 


lays 
gry hopes for net income 25 to 30% 
er this year than last, which would 
“the best record for about 10 years 


ide line. determ' 
then bear dog 
l It, regardless 


is on Sales 
emph, 
ine. Dealer r 
panies, fuel as usIness 
ractors, elect; Detroit pro foot ers are so a 
bers, mail valuable im other jobs that The survivors 
tuel lineup is threatened. 
| castes oa NDER an arrangement set up by G. A. | were shaved with 


hards, owner of Detroit's profes- 


| football team, the players are m 
ting a permanent start in business Schick Shavers 


ON an oil 
If installation 
kicking custome 


ther field their gridiron efforts. Mr. Rich- 
itd is the on ; did not go to college. But he 
Dany now hang sa rabid football fan during all the | 
selling tires of the passengers and _ ing the shaving habits of the world. 
withdrew. Th ; and later as owner of radio sta- crew of the ill-fated “Hinden- nee wen ease 
interes s at Detroit, Cleveland, Los An- burg” whose faces were burned cam 
ultitudinous eles 
were shaved with Schick Shavers 
al for indepen In 1933 he was offered the pro team pee 1 — Sn Remon The Schick Shaver, continuously and 
a tendency { t had played for Portsmouth, O. He uring their stay in the hospital. 
to buy the — after So badly burned were they that discard and tough 
there was a thick crust of tissue on ned by ordinary methods of 
€ prope grou : . The: e e 
s by dealers an a became the team’s board of direc- | their faces through which their ing. In its place comes a new, more 
low-cost quot They promised to find jobs for beards grew. It was quite impossi- 
his means hard for’ the Sade chave cham. to shave nick! and closel 
laf roduce pass CK . 
oil burners P But the Schick Shaver glided gen- 
omes so heated , tly and painlessly over the injured FIRST—AND 
emand fer Se Spared Sor Football skin, removing the hair at the VES 
registered The organization has worked so well 
et a new high it the Lions were pro champions in a Twenty years’ thought and mechan- 
ar 3S, barely missed it in 1936, are MORE HOSPITALS ARE USING ical genius created the Schick and 
; reached 9% ing strong this year. There is one SCHICK SHAVERS the methods of making it. We know 
ral. each) las fhculty. Employers of team mem- Beck dav’ bri f f h h h 
ain over 1935flmMPers understood that they were to allow ch day’s mail brings us stories of of no mechanical shaver that shaves 
> Of the 193qiMmBhe boys time off for practice and games. the use of Schick Shavers under ex- more quickly, more closely or with 
ar, heating ailfNow it develops that some of the} traordinary conditions. Men with greater comfort without the use of 
skin troubles, patients confined to blades or lather—no chance to cut 
¥ can't be spared for Bo their beds, men with broken right yourself. 
t i i ‘ar of the team is Earl (Dutch) | arms or injured hands, ASK A SCHICK DEALER TOBAY 
ward drift atk, from Colorado College, rated by ; . i i 
ym the as the top of the blind men and those par Any authorized Schick 
ve condition out ready to retire to his home dig- tially paralyzed—it is an dealer will demonstrate 
n motor fuefMMfeings. Some other Lions are: John amazing list and at the the shaver to you, and show 
d by a soften xhneller, of Wisconsin University, now same time an overwhelm- you how easily you can 
is in the Mid sales official for a glass company; | ; 
Vacuum lsflCare Randolph, from University i “hy ing tribute to the Schick learn to shave the modern 
off prices ifMMdiana, an assistant prosecuting attorney Shaver, which is chang- way, with a Schick Shaver. 
gland. ThetHfoi Wayne County; Jim Steen, from 
Standard wi Siracuse, with the Ainger Printing Co. ; SCHICK DRY SHAVER, INC., STAMFORD, CONN. Western Distributor: Edises, Inc., 
io) Standat Babe”’ Patt, from Carnegie Tech. with San Francisco. In Canada: Henry Birks & Sons, Ltd., and other leading stores 
of a Manufacturing; Ernie Caddel, 
tank Sanford, with a Chevrolet agency; 
ave been 'Klewicki, from Michigan State, with 


manufacturing. 
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New Products—New processes, new de-igns: 


new applications of old materials and ideas. 


As annual inventory yeaa we it may For centuries untold, cook 
be timely to tell something about a new _ letting their spoons slide in: 
FOOTBALL has its All-Ameri- | inventory procedure for the quick and full of steaming food, an 
cans, baseball its World Series | Super-accurate counting of small parts. have done little or nothi: 
...and the plastics industry has | Designed by International Business Ma- Now comes Schenectady ( 
its “Modern Plastics Awards” | chines Corp., International Scale Di- cialty Co., Scotia, N. Y., 
which recognize outstanding | vision, 270 Broadway, New York, the 
developments in the plastics | procedure consists of three steps: (1) 
field. Here are three of the Classification by unit weight in advance 
awards of inventory, wherein samples of all 
Dures’ ability vo add sales | are weighed to the nearest 0.001 
peal to diversified products. 
ounce on sensitive scales; (2) weighing 
of parts in. bulk on suitable scales by 
inventory-takers; (3) mechanical comp- 
utation of weight-counts is accomplished 
in the office by means of tables de- 
veloped by I.B.M. One experienced 
computing machine operator can handle 
the production of three bulk scales and 
three crews of inventory-takers. 


| EXPLANATION of the firmer, longer- 
: . | lasting “head” on beer served in a new 
‘THIRTEEN plastic parts in last year’s Hoover beaker. invented by Prof. Peter S. Bar- 


Vacuum Cleaner pared off 314 pounds, gave ‘ “a 
it new beauty, new utility. This year Hoover | ‘C4 of St. John’s University chemistry 


designed a new cleaner with 21 plastic parts. | department, Brooklyn, lies in roughened 
Far ahead of ordinary cleaners it won first | inner surfaces in its bottom and extend- : 
award in the Household group. ing part way up its sides. Particles of R 


air trapped in the rough, so to speak, patented “Handy-Handle” in which t 
_ act as nucleating points for carbon.diox- stirring spoon may be laid, ready | 
| ide gas in the beer. Gas bubbles rise the next stirring. The ‘‘Handy-Hand 
rapi ly picking up more colloids than will be licensed to sauce pan mat 
usual as they go—hence the firm head. _facturers. 
| Louie Glass Co., Weston, W. Va., is 
licensed to do the making and the mar- PHOTOGRAPHERS whose enthusiasm o: 
keting. necessity carries them into night sho 
making may wish to know of two x 
CurisTMas gift packages calculated for devices which promise to give t! 
FLYPAPER for thieves is the Tracealarm Mes- | after-use continue to flow from the more precise results: (1)) the “Kala 
senger Bag. Ten seconds after it leaves the drafting boards of designers. Swank Micromatic Speed Flash” of Kalart ( 
messenger's hand it fires blank cartridges, | Products, Inc., Attleboro, Mass., has got- 58 Warren St., New York, which has 
ten the Northern Industrial Chemical 4” adjustment to synchronize the = 
Scientific group. Co., 10 Elkins St., Boston, to moid a acteristic flash-lag of any popula 
flash bulb with the shutter of the 
articular camera to which it is 
tached; (2) the “Draucker Photo-Flash 
Calculator” of Munder Electrical Co, 
Springfield, Mass., which enables one 
to tell quickly and accurately what 
shutter settings and what flash bulbs 
| to use with any of the more popula: 
Bekelite Crm types of film. Munder _photoflas 
belt package which becomes a sightly lamps now have an outside coating 
" holder for memo paper. The body is which makes the bulb _ practically 
Two prizes in two years—that’s Sears Roe- | 4 gray mottled Bakelite set off by a shatterproof. 


buck’s record with Durez radio housings. : 
Last year their “Silvertone” won a first award scarlet ribbed top of the same material. 


for its years-ahead styling. Now their “Coro- IF there is any suspicion about the tem 
net” model won an Honorable Mention in Newest thing in window shades is a peratures in “traveling ovens” that aX 
pone nan group for this same type of | pleated one which may be opened top used for baking enamels and bread an< 

canteen or bottom according to the position of foundry cores and the like, Bristol Co 
Here are only three of the outstanding examples of the sun. As manufactured by Elkeles, Waterbury, Conn., recommends that sts 
what has been done with Durez. We'll be glad to Inc., 1200 W. Eighth St., Los Angeles, new “Portable Recording Thermomete' 


tell you about others, how id 
Durez, General Plastics, Inc, 1111 Walck Roed, | the Carver Pleated Shade” looks very _ be set on the conveyor so that it can g's 
North Tonawanda, New York. much like a Venetian blind with vertical a complete log of the temperaturs 


straps holding it in place, but it has which are encountered throughout its 


D U RE Z b L A S T | C Ss ‘ virtues and beauties all its own. travels. 
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ore Nickel Plating 


Auto shows reveal increased 
use, which is due to engineer- 
ing research. 


rxpis at the Automobile Show, which 
wened out its New York lights Nov. 3 


ive h 

ni ind held forth in Chicago this week, 
as silent witnesses of progress in 
ing about nrotective coatings generally, and in 
County ¢ Jectroplated coatings articularly. It's a 
w . fr cry technically an practically from | 


Behe day when a small friendly 
bumper against another's 
«) get a car started, would scratch off 
most of the plating, to today when one 
an push another’s car a mile bumper- 
tobumper with nary a oe scratch, 
Hasty explanation would be that 
hromium has succeeded nickel as a plat- 
og material for bumpers. True explana- 
don is that the platers have put alert 
sngineers to work, and these engineers 
uve evolved a technique which includes 
, dense nickel undercoat about 0.0015 
» thick with 0.0001 in. or so of chro- 
nium overcoat, as compared with 0.0001 
. of nickel or chromium only, with 
shich automotive manufacturers for- 
netly hoped for the best. Far from su- 
nerseding nickel, modern chromium 
plating (or, more precisely, chromium- 
o-nickel plating) has brought nickel 
nto the picture with tonnages previously 
undreamed of. Nickel used in plating 


of 


| 


R 


in which ¢ 
1 sendy | vill total over 5,000 tons this year, as 
rdy-Hand against 1,500 tons in 1931. 
pan man No one in his right mind, however, 
will attribute increased tonnages entirely 
increased uses in automotive work, 
Ye for other evolutionary forces have been 
night sho busy. First use of nickel in electro- 
alt Gene plating was almost entirely for deco- 
give the nitive purposes and sales as in 
the "Kalart the early bicycles and home decorations. 
Kalart ( Then it was discovered that if a thicke: 
which has 
re the char 
ny popular 
ter of the 
» it is at 
Photo-Flash 
ctrical Co., 
nables one 
ately what 
flash bulbs 
re popular 


photofl 1S 


Je coating 

practically 

it the tem- 7-4 

that are PROTECTIVE PLATINGS — Typical of 

bread and protective platings soon to be aveilable on 

rristol Co the open market are the two above. At 

ds that its the left is a laboratory section of steel | 
-mometet shaft, electroplated with nickel of 400 

Brinnell hardness. At the right is a 

it Can give ‘maller steel shaft plated to a depth of 


nperatures 


eel ‘pproximately one-tenth of an inch, about 
ighout 1s 


es times as thick as certain nickel speci- 
fications still in use. 


umper, | 


| AT 


RE you floating in a sea of speci- 
fications attempting to land on a 
material that will do everything your 
customers, engineers and shop 
manager ask? Step ashore with 
Synthane Bakelite-laminated. 
When you get to know Synthane 
well, you'll find that its value lies 
not in one or two characteristics but 
in a fortunate combination of many 
properties—physical, mechanical, 
electrical and chemical which can be 
balanced to suit your needs. Synthane 
Bakelite-laminated is a dense, hard 


THIS HAS ITP 


Leading vacuum cleaner 
manufacturers use SYN- 


material all the way through. It is 
tough, strong yet lightweight. It’s 
easily machined by ordinary shop 
methods. Resists the action of oils, 
solvents and most chemicals. It is 
one of the best electrical insulators. 
Nearly all the countless uses for 
Synthane originated with someone 
who said “Can we use it to better our 
products?” Can you? Find out; send 
for our not-too-technical booklet 
which tells what Synthane is, how and 
where touse it. Synthane Corporation, 
River Road, Oaks, Pennsylvania, 
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| SHEETS - RODS - TUBES- FABRICATED PARTS: SILENT STABILIZED GEAR MATERIAL 


AIR EXPRESS 


... for Super-Speed, 
Shrewd Economy: 


; There in the 

500 miles overnight. rm, 
2500 m delivered—that s mode 
tion service: 


schedules, P 
EXPRESS 
EXPRESS 
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Complete property protection can be gained 
only thrqugh adequate fences, strong enough 
to meet every contingency. Stewart Non- 
Climbable Chain Link Wire Fence, all beam 
construction, the most durable, heaviest and 
strongest Chain Link Wire Fence produced, 
solves every property protection problem. 
Hundreds of installations prove the struc- 
tural superiority of Stewart exclusive Beam 
Throughout Construction, Get all the facts. 
Send for literature. Sales and erection serv- 
ice in principal cities. 


The STEWART IRON WORKS CO., Inc. 


416 Stewart Block Cincinnati, Ohio 


World's Greatest Fence Builders Since 1886 


| sistance, an 


certain American bakeries 
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coating were used, nickel would serve 
also as a protector against abrasion and 


| rust and other corrosive factors. But no 
| one more than dreamed until recently 


that new techniques would make possi- 
ble plating thicknesses 250 times greater 
than those of the early days, or that the 
time would come when nickel plating 
would be used strictly for engineering 
purposes entirely apart from decoration. 
Still another cause for increased use is 
“bright nickel plating” which permits 
platers to almost entirely with 
the final buffing operation and reduces 
costs materially. 


Developments in Europe 


Activity in engineering developments 
appears to be almost as feverish in 
Europe as in the United States. In Eng- 
land they are building up worn steel 
shafts and splines and other engineering 


| elements with electroplated nickel to 
| thicknesses as high as 0.2 in., and then 


turning or milling or grinding to precise 
fits. It is understood that at least one 
American plater is doing similar work. 
In England also, one manufacturer pro- 


| duces sheet copper overlaid with nickel 


by continuous electrolytic methods, en- 
tirely without benefit of orthodox roll- 
ing, and he forms gleaming sauce pans 
and skillets and other kitchen utensils 
out of the resultant sheets. In Germany 
they are working out methods whereby 
nickel can be plated on molded plastic 
engineering parts for greater wear re- 
sometimes for added 
beauty. Observers state that small parts 
like gears and other whirling things re- 
veal exceedingly low inertia and centrif- 
ugal effects. Where-quick starts and 


_ stops are involved, they should be ideal, 


particularly when it is appreciated that 


| it is possible to produce a wear-resistant 
nickel 
| Brinnell. 


| Other Uses Expected 


late with a hardness of 400 


Soon to be revealed in America will 


| be automotive and other crankshafts 


with business surfaces protected by 
nickel 0.02 in. thick against wear and 
corrosion. Engineers are beginning to 


| appreciate that corrosion is sometimes 
| a more potent obsolescence factor in in- 
| ternal 
| abrasion caused by friction. Locomotive 


combustion engines than is 
builders are thinking of dressing their 
products up and protecting them by 
plating their locomotive rods. Roller 

arings for chemical plants will have 
both rollers and races protected against 
corrosion by approximately 0.002 in. of 
nickel. Not to be outdone by Eng- 
land in the field of cooking utensils, 
are con- 
sidering nickel on their bread baking 
pans. Oil companies are thinking of 
protecting their sucker rods against abra- 
sion and may even turn to brush-plating 
the insides of their tank cars with the 


' versatile and ubiquitous metal. 


Int \ 
STRONG FINISH—Using bonded steel 
veloped by American Nickeloid Co. thy 
Mills Novelty Co. is able to stamp, bene 
draw, rivet the cases of its amuseny 
machines without damage to chromium. 
nickel finish. Similar electroplated coating 
withstand cold-drawing, soldering. welding 


Insure Large Bridges 


$90,000,000 policies written in 
San Francisco area, following 


New York’s lead. 


INSURANCE policies were being writ 
this week on San Francisco's Gol 
Gate Bridge—and thereby hangs not 
new business story, but two. 

In the first place, underwriters usua 
aren’t bashful about accepting risks 
bridges, because the risks are slight. 5 
underneath San Francisco Bay 
triangle of rock which lies between ty 
active or rifts, which in 
event of earthquake might 
shake down a bridge. These are ' 
Hayward and San Andreas rifts, one \ 
which starts at sea and the other inlan 
and they converge in the valley sou! 
,of the bay. 


Other Bridges in Area Insured 


Nevertheless, seven other Bay bridg: 
are insured, and the policies on 
Golden Gate span followed. In on 
case the underwriting company 
persuaded to take a chance as a [avor 
to a friendly insurance company: 0! 
companies are understood to ‘eel t! 
they can get other and more attract 
business iF they join in the Golden Ga 
coverage. 

Rough approximations of present 1 
surance on bridges in the San Francis 
area show a total of nearly $90,000.00 
in force, with the San Francisco-O» 
land bridge accounting for about $* 
000,000 of this and the Golden Ga 
bridge taking up nearly $20,000, 
more. The spreading of the coverigs 
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excels in dependable performance 


N the electrical field, as a bolt and acces- 

sories material, Everdur Silicon Bronze has 
proved its superiority in resisting the corro- 
sive action of water, fog, gases and vapors. 
Its high strength enables it to withstand sea- 
sonal temperature changes, wind pressure and 
storm conditions in the most trying localities. 

In the form of electrical conduit, this ver- 
satile metal has substantially reduced replace- 
ment and maintenance costs in humid areas 
along the Seaboard and Gulf Coast...in pri- 
vate residences, in railroad round-houses, 
meat packing plants, textile mill dyehouses, 


and under many other exceptionally corro- 
sive conditions. 

Electrical accessories and electrical conduit 
are but two of the hundreds of successful 
applications of this dependable, moderately- 
pticed copper-silicon alloy. Note its many 
desirable qualities listed here. Investigate its 
possibilities for your business (Service En- 
gineers of The American Brass Company will 
be glad to help). Its availability in all com- 
mercial forms simplifies many manufacturing 
operations. Further information on Everdur 
Metal will be sent on request, 3796 


STRONG 


TOUGH 


CORROSION 
RESISTANT 


WORKABLE 


WELDABLE 


MODERATELY 
PRICED 


SILICON BRONZE 


THE AMERICAN BRASS COMPANY, General Offices: WATERBURY, CONNECTICUT 
in Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ont. 


BEI 13, 05 
| lie th R ki | 
| 
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7 -this multi-purpose Silicon Bronze 


backing 
SALESME 


For a lagging territory — for 
districts where competition has 
the upper hand, to help a new 
salesman or bolster an old- 
timer, who is slipping. Redi 
point advertising. intelligently 
concentrated and backed by 
executive attention, gives new 
life to the salesman in the 
field and is often the means 
of increasing volume quickly. 


Let us outline a Redipoint 
Plan for your business. 


a 
Automatic 


Pushback 
operates it Saves Lead 
and 


Pockets 


BROWN & BIGELOW 


oF 
MINNESOTA 


SAINT PAUL 


7Ema Life Leads in number of 
group policies in force! 


All Forms of 


Group Insurance 
Life ¢« Accident 


Sickness « Pension 


Through our trained Group Re pre- 
sentatives we are equipped to 
analyze your employee's social prob- 
lems and vecommend the proper 
plan for your organization. 
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among several companies, therefore, is 
necessary and advantageous in the event 
of damage. 

Thus San Francisco's bridges are now 
insured, and if there were serious dam- 
age the biidges’ backers (including the 
Golden Gate bondholders, and the Re- 
construction Finance Corp. for the S. F.- 
Oakland Bridge) could of course set 
about the business of claiming reim- 
bursement. 


A New Line of Business 


Elsewhere, modern big bridges usu- 
ally aren't very risky, and the insurance 
people regard them as so much gravy. 
There aren't many insured, at that— 
it’s a new line of business. In fact, the 
whole idea seems to have got its first 
big push from the Port Authority in 
New York, which insured the big 
George Washington Bridge and others 
under its control, just a few years ago. 
The Port Authority didn’t have to beg 
for the policies; on the contrary, a good 
job of selling was done by the under- 
writers, 

Thus the two big ports on opposite 
sides of the country lead in promoting a 
new trend. The new San Francisco 
bridges are built with earthquakes in 
wded and are so constructed as to stand 
more than ordinary shaking. It is felt 
by geologists that nothing short of a 
major disaster could seriously affect the 
big spans, and im the event of cata- 


' clysmic upheavals bridge damage likely 
| would be only a part of the loss, as 


apartment houses, business buildings, 
and other structures looked to their in- 
surance policies for reimbursement 


Goodyear Beats 


Court refuses te 
contract because it 
terminated. 


LAST WEEK, in a Co, 
courtroom, one of the m 
cases in the whole hist. 
trust law enforcement was ¢ 
contest." The federal (; 
of tossed out the 
the Federal Trade Com: 
brought against the Good) 
Rubber Co. on a charge 
tract to supply Sears, Ro 
tires discriminated against 
tire dealers. 

The court declared ¢| 
“not empowered to decid 
abstract propositions, or to 
the government of future 
ples or rules of law whic! 
fect the result as to th 
things in issue before us.” 

The reason for this refus 
ous—and ironic. The origin 
was brought under Section 
Clayton anti-trust act. During 
four-year course of the suit —in » 
part because of that epic suits 
2 had been amended by the Robins 
Patman act. And it had been amend 
in such fashion that Goodyear its 
decided it could not legally hold 
the Sears contract any longer. He 
the company at once voluntarily 
rendered the contract which only th: 
months before it had refused 
up on the commission's orde: 
cause the contract had been te: 


ts 


THE ¥ 
SAYS UNCLE Sana 


ALLSTATE TIRES 


FOR me! 


“24 MONTHS 


Sears Cashes In—And Independent Tire Dealers Kick 


Last month Sears, Roebuck & Co. was awarded a million-dollar government! tire cot 
tract, despite violent protests by the National Association of Independent Tire Dealers 


The independents said they didn’t so much mind losing the business, but they hated t 
| 


48TNA LIFE INSURANCE COMPANY 
Founded in 1850 Hartford, Connecticut 


COAST-TO-COAST CLAIM SER VICE 


think of the advertising capital Sears could make of a fat government contract. — 

And sure enough, Sears is cashing in. The picture above is of a Sears store ™ x 
Louis, and the independents are circulating it to prove their claim that Sears rea" 
for wanting the contract was “to capitalize on the government's good will to tend to 
further destroy the future living of the independent dealer.” 
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out held that it was pointless to 
“we the case any further. 
Nobody is satisfied with the decision. 
“dvear is displeased because it had 
os for a clear-cut verdict of not 
‘wy which would provide sure pro 
on against the threat of triple dam- 
wits by parties claiming damage 
1 the Sears contract. Dismissal of 
ease-and-desist order deprives such 
sible litigants of what might have 
» a strong weapon, but it in no 
~. chuts the door to such suits, for 
‘ase was not decided on its merits. 


For its part, the commission is dis- 


‘onl The original complaint has 
en remanded to the commission, 
ase possible actions are now limited. 
an dismiss the complaint. But it 
- want to use the valuable statistical 
» which it has painfully assembled 


+ constitutes ‘‘cost”’ 


| future R-P cases. In that event 
supplemental complaint, charging 
ation of the law in the sales to Sears 
er the contract was terminated. 
Another course is to appeal the Cir- 
+ Court decision to the Supreme 
it, but the betting is that that would 
+ the commission exactly nothing. 


Instalment Powwow 


American Finance Conference 
companies discuss competition 
in automobile field. 


Ix September, a federal grand jury in 
Milwaukee began an investigation of 
instalment selling, to determine whether 
hig motor manutacturers tried to influ- 
e their dealers to turn over their 
talment business to the big sales 
bounce companies—General Motors 
Acceptance Corp., Commercial Invest- 
ment Trust (and its subsidiary Univer- 
sil Credit), and Commercial Credit Co. 
The investigation has gone on slowly, 
without much comment in_ recent 
aths. Whether anything would come 
‘it was one of those conjectural things 
Hat Most persons who are not directly 
crested don't stop to give a second 
thought. But this week at the Palmer 
rouse, Chicago, there were some 600 
sons who did more than give the 
Milwaukee quiz second and third 
ughts. They discussed it right out 
c—and with a feeling of hope. 
These 600 persons were attending 
* fourth annual business convention 
of the American Finance Conference, an 
‘sociation of some 370 sales finance 
"panies. This conference is directly 
Nerested in automobile financing, and 
*s members compete directly with the 
three” finance companies (see page 


sched because after four years of hard | 
oc it now finds itself back where | 


| try to establish a precedent as to | 
a precedent 
: would be controlling with regard 


-ommission must try to find grounds | 
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Industrial Properties 


Subsidiary Companies of UNITED STATES STEEL 
CORPORATION are selling surplus industrial prop- 
erties. These are located in or near Pittsburgh, 
Chicago, Birmingham, Duluth, Detroit, Cleve- 
land, Boston, New York, Los Angeles, Portland 
(Oregon), and several other industrial centers. 


e€ If your expansion program contemplates additional sites for manu- 


facturing and distribution, this offering merits your investigation. 


Address: A. C. WILBY, care of 


UNITED STATES STEEL CORPORATION 
SUBSIDIARIES 


208 South La Salle Street, Chicago, Illinois 


Distillery and Warehouses of 
Nationa! Distillers Products Anal 
Corporation, Carthage, Hamilton 

County, Ohio. Over 1000 squares 

of Carey Built-Up Roofing 


Custom Built To Fit THE JOB 


Carey Built-Up Roofs are engineered to the individual service 
conditions of each job. Temperature changes, vibration of 
machinery, chemical fumes, deck slope—these and.other vital 
factors are provided for in all Carey-built roofs, That’s why | 
they last longer; ‘cost less per year. rey Roofs are bonded 
for 10-year and 20-year periods. Almost without exception, 
they far outlive their -,uarantee. Carey’s experience in build- 
ing better roofs covers upwards of a half century. Whatever 
your roofing needs, you can profit by this experience. 


asPHatt — ASBESTOS — maGnesia 
Roofing . . . Flooring . . . Insulations . . . Roof Coatings and Cements 


Waterproofing Materials . . . Expansion Joint « .. Asbestos Paper and Miliboard 


* Lockland, Cincinnati, Ohio 


Dependable Products S: 1873 


THE PHILIP CAREY COMPANY 


BRANCHES IN PRINCIPAL CITIES 


! 
| 
| 
| | 
| | 
| 


BUSINESS WEEK, NOVEMBEx ,,.. 


| 47). They feel (though whether they 

will be able to prove it is something 

else) that big motor manufacturers, such 

as Ford, General Motors, and Chrysler, 

oe to persuade dealers to accept 

| the financing facilities of the finance 

| companies that arrange their national 

financing plans: General Motors, for in- 

stance, it is asserted, would like business 

_to go to G.M.A.C.; Chrysler, to Com- 
mercial Credit; and Ford, to Universal. 

The strange part about the issue— 

== which the American Finance Conference 

calls “dealer coercion” by manufacturers 

—is that Commercial Investment Trust, 

| second largest instalment credit com- 

pany, claims to be the world’s largest 

| independent finance company. Yet, 

| members of the Conference class them- 


| selves as “independents,” and class 
We Will Deliver Your G.M.A.C. as “factory-owned” and Com- 
mercial Investment and Commercial 


Product to 43,000,000 Credit as ‘‘factory-afhiliated”” companies. 


Moreover, many of the companies that 

Consumers belong to the Conference also are mem- ; : ‘age 

bers of the National Association of GIANT BULB FOR EDISON MEMORIA 
Sal Fi And —This giant electric light bulb. 1) § 
ales inance Companies. nc high, will surmount the $100,900 
G.M.A.C. and Commercial Investment memorial tower at Menlo Park. \. | 
belong to that organization. Commercial which replaces the old tower -hattered | 


@ If you ship from the 


West, Northwest, South Credit is associated with neither group. lightning last August. The bulb. just co: 
or Southwest you ll find In terms of assets, because G.M.A.C. pleted by the Corning Glass Works. is 
Erie the gateway to | and Commercial Investment are on the 
profitable Eastern mar- ‘ster, the National Association of Sales 


first circular cast job in the gla-s indyar 


. terms regarding the basis for the 
kets. If you manufacture | fi%4ce Companies is the larger organ 
) ization; but numerically the American awaited trade agreement w! 


in the East you'll find | Finance Conference is bigger. As far as pected to assure the success of t! 
the Erie the best route | the Conference is concerned, “coercion”  ‘eciprocal trade program and 
between your plant and | is highly important to its existence. The the possibilities of maintaining 
43,000,000 people living | leaders, by constantly referring to it, peace through the revival of world 


on a large scale. Locally, however 
in the vast Erie Empire. | >'"4_ members ee somewhat as ) 
P anti-Rooseveltism binds American Lib- has started some grumbling 


There are 10,000,000 erty Leaguers in a common cause. But Canadians are aware that Britain 
families within 60 miles the Conference has its own problems. make no agreement with the Us 
of Erie tracks. Hun- | Competition is not confined to the States without making some concessi 
dreds of thousands of | 8 three” finance companies. There which will inevitably affect Dom 

; is competition between Conference ¢xports of farm products to B 
manufacturing plants! members—so much, indeed, that this In the British treaty, Washingtor 
and retail outlets. Erie | year the Conference attempted to urge ¢xpecting to win agricultural con. 
serves this territory with | members in regional areas to get to- s!ons which will make ri for ma 
heavy-duty, high-speed | gether and establish terms so that they facturing gains arrange 


would not be taking business away from tfeaties with non-industrial nations 
rail service—and fast, king Western grain and livestoc! 
one another by making concessions to & “ = 


efficient pick-up and) gesjers and dealers’ customers that og raisers and packing interests 


delivery service. would result in financial deterioration ™en fruit 
; ers and packers of the Maritimes, ha 
Vem cam env t of the finance companies. ‘ — 
; eave both time It was a serious, concerted effort to all accepted eagerly the arguments 


‘and money if you route stop irregular terms. Also, it enabled the former prime minister and pres 

your shipments via Erie. | Conference members to present a united leader of the government's Opposit: 

front—on terms and down payments— RR. B. Bennett, against altrussts 

in their competition with the “big sacrifices. These people have won 4 
three,” to the extent that members came big market in Britain for their 


to agreements among themselves. ucts under the Empire pact first cg 
tiated at Ottawa, and fear they wi! 0° 


only lose this market but fail to g 
eas adequate compensation in the way ‘ 
U.S.-British Treaty cuts by the United States 
Many Canadians oppose conces- Final acceptance of the tariff sit 
in favor of American ion which is being worked 
hind the scenes now in London # 
Com grecusts. Washington will rest with Prime M 
| Orrawa (Business Week Bureau)— ister Mackenzie King, and there can be 
The conviction is growing here that little doubt what his attitude wil! ~ 
London and Washington are coming to He was an original promoter of “ 
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vesty. He is persuaded it will strengthen 
ne cause of world peace, or at least 
boister the security of the English- 
beeaking democracies. The keystone of 
qational policy is good relations with 
He United States even if sacrifice is 


avolved. 
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Chrysler Corporation 


DIVIDEND ON COMMON STOCK * 


The directors of Chrysier Corporation have de 
clared a dividend of three dollars ($3.00) per share 
a the outstanding common stock, payable De- 
eember 13, 1937, to stockbolders of record at the 
close of business, November 12, 1937. 


B.B. Hutchinson, Chairman, Finance Com mittee 


The Prime Minister will consent to 
Canada’s making concessions from the 
Ottawa pact. He will not allow any 
ggardly attitude on the part of the 
Dominion be the reason for failure of 
tondon and Washington to come to 
tems, Should the treaty go through 
ind his Opposition question the conces- 
sons he allowed Canada to make, he 


WOODSTOCK 
TYPEWRITERS 


probably would ask the country to en- 
dorse it in a general election. 

Ottawa now expects Mr. King to visit 
Washington before Parliament opens in 
anuary, to discuss the latest develop- 
ments in the situation. 


‘Legal Counsel or Junior Executive 


Young attorney, age 33, offers services to pro- 
gressive corporation or other business, His educa- 
thon includes a degree in education as well law, 
and two years engineerir For ten yea he has 
concentrated cori ond = fin 1 al 
practice, and is part capable in r tiations 
and settlements Cor able experience in Jobby- 


ing and some sales work. 
PW-251, Business Week 
330 W. 42d St., New York City 
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HOW WIN SALES 
PROSPECTS 


5000 Firms 


@ This informative book tells how 
more than 5000 firms have used 


Canada Rail Merger? 


Reports are that Canadian 
Pacific wants to be taken over 
by the government. 


OTTAWA (Business Week Bureau) — 
Speculation in the United States as to 
the possibility that the country will find 

f some day with the railroads on 
s hands produces some echo in Canada. 
The situation here does not parallel that 
1 the United States but there is some 
similarity. 

While the Canadian National Rail- 
way—built and operated by the Do- 
minion government—has year after year 
been piling up deficits of $40,000,000 
to $50,000,000 for the national treasury 
to meet, it has also, through competi- 
tion, been making it difficult for the 
privately owned Canadian Pacific to op- 
erate profitably. The railway business 
n Canada has ceased to be profitable. 
Restricted movement of Canadian wheat 
overseas for several years was a handi- 
ap which was expected to lift when 
world consumption and supply leveled 
of. The Western crop failure has dis- 
appointed that expectation for this year. 

For several years, Canadian Pacific 
has been urging “unification” of the 
two big roads under private manage- 
ment. Canadian business backed it. But 
politics and public opinion—particularly 
opinion in the agricultural West—stood 
in the way. 

Now, while no admission has been 
made, it is gossiped in Dominion cen- 
ters that Canadan Pacific no longer de- 
sites to be responsible for the running 
of the two roads if they are amalga- 
mated. With highway competition in- 
creasing and mail contracts going in 
luture to government-subsidized air- 
lines, the prospect for future profits in 
fail transport is not bright. 

Rumors are current that C. P. R.’s 
tevised aim is to have the couritry take 


APPCO ENVELOPES 


pROMPT 
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FOR INFORMATION 
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QUOTATIONS 
EAST LIVERPOOL, ONO 


Just Published— 


PRINCIPLES 


OF ADVERTISING 


By H. K. Nixon 


Assistant Professor, School of Busi: 
Columbia University 


541 pages. 6x9, illustrated, $4.00 


tion and use, its correlation 


presentation, its publication, etc. New 


through seven basic principles gives direct view, 


quicker understanding, of fundamental 
ships and applications of facts covered. 


THE AMERICAN PAPER PRODUCTS CO. 


Covers the whole field of advertising; its crea- 


with business 
preparatory work, details of building the effectiv: 


| Autopoint pencils to strengthen 
goodwill and increase sales. Gives 
proved sales plans! Explains why 
Autopoint is the better pencil for 
sales promotion. Nationally adver- 
tised retail value. Continues for years 
to benefit the giver because its 
simple sturdy mechanism always 
works. Has only two moving parts. 
Alse famous Grip-Tite Tip that never 
lets lead wobble or drop out. Write 
today for samples and free book, 
“The Human Side of Sales Strategy.” 


Retter P. 


Dept. 1801 Foster Avenue, 
Chicago, 11. 


The 
| Autopoint Company, 


aims, 


For a quick survey of ad- 
vertising today—/ts latest, 
accepted practice—see this 
book 


approach 


relation 


Gives you the “how to” of: 


—advertising department and agency 
routine 
determining advertising needs of a 


product or service 
—developing arresting themes 
writing better copy 
—getting effective display 
—making best use of mechanical proc- 
esses 
—selecting advertising media 
—testing advertisements 
examining markets, etc. 


A What's What of Advertising—present- 
of advertising 


problems, 


ing hundreds facts on 


organization, 
methods. Helps the advertising man check 


trends, practical 


his methods. Gives the business man or 


advertising student a straightforward, con- 
cise exposition of the advertising business 


in all its branches. 


10 DAYS ON APPROVAL — SEND THIS COUPON 


. 

EXAMINE THIS BOOK 

$ McGraw-Hill Book Co., Inc., 330 W. 42nd 

& Send me Nixon—Principles of Advertising for 10 days’ 
4 $4.00, plus few cents postage, or return book postpaid 


eXamination on approval In 10 da 
(Postage paid on orders accompanied 


will send 
by remittance.) 


BW -11.13-37 
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in FREE 
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Louisville is 
nearer Canada 
than it is to 


Memphis! 


“oy 


‘Sy 


oy MEMPHIS 


Strange as it may seem, Louisville és 
nearer Canada than it is to Memphis— 
and yet sufficiently near the South to 
draw on its wide variety of raw materi- 
als and to economically serve the rap- 
idly growing southern markets. . . This 
further emphasizes Louisville's unique 
combination of advantages in produc- 
tion and distribution. . . Nearly one- 
half of the Nation’s population within 
a 500-mile radius; 8 major trunk-line 
tailroads; 85 truck lines; nearly 2000 
miles of low-cost river transportation; 
American labor (97.1% native-born). . . 
The Louisville Industrial Foundation, 
an endowed, 21-year-old, non-profit 
organization, has accurate data on in- 
dustrial Louisville which reveal econ- 


omies in production and distribution | 


of importance to industry in general 
and of special interest to manufac- 
turers of textile, wood, metal, chemical, 
ceramic and food products. Detailed 
information pertinent to your individ- 
ual requirements on request. Louisville 
Industrial Foundation, 4052 Columbia 
Building, Louisville, Kentucky. 


LOUISVILLE 


KENTUCKY 
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over its road. This would mean its 
merger with Canadian National into a 
permanent system of state rail trans- 
port, already common in Europe. 

Canadian Pacific interests would then 
probably devote themselves to such en- 
terprises as mining. They are heavily 
behind the big Consolidated Mining & 
Smelting Co. 

Political obstacles will have to be 
overcome before the merger scheme can 
be carried out. In the meantime, efforts 
will be renewed at the coming Parlia- 


| mentary session to secure legislation for 
controlling 


and regulating highway 
transport—such legislation as was suc- 
cessfully opposed in the last session of 
Parliament by bus and trucking inter- 
ests, with backing from the provinces. 


Fishing Men Rap Japs 


Threaten boycott if fleets don’t 
stop salmon “poaching” in 
waters near Alaska. 


WASHINGTON (Business Week Bureau) 
—Threats of picketing Japanese vessels 
and boycotting Japanese goods excite 
hope in the State Department and 
Bureau of Fisheries that Japan will 
heed diplomatic representations urging 
withdrawal of on fishing fleets re- 
ported to be catching salmon running 
tor spawning grounds up Alaskan 
rivers (BW—Jul3'37,p17). —Interna- 
tional law doesn’t cover “poaching” 
beyond the 12-mile limit, but Japanese 
non-fishing interests are expected to 
bring pressure on their government. 

The Alaskan Fishermen's Associa- 
tion asserts that the Japanese have 
ruined cod and crab fishing grounds 
and now have started on salmon, men- 
acing one of the country’s most impor- 
tant fishing grounds—Bristol Bay, 
where the catch is estimated at $20,- 
000,000 a year. The Fishermen's Asso- 
ciation is afhliated with the American 
Federation of Labor and asserts that 
longshoremen affiliated with the Com- 
mittee for Industrial Organization will 
support the boycott ordered for Nov. 
15. Union officials have expressed 
willingness to give the State Depart: 
ment’s good offices a fair chance to 
function before taking drastic action. 


First Broker in Bermuda 


BERMUDA is to have a brokerage office, 
its first. On Dec. 1 George A. 
Thatcher, Jr., of Boston, will open an 
office in Hamilton. There will be no 
ticker service at the start, but cable and 
telephone connections will be main- 
tained with Paine, Webber & Co., of 
New York, who will act as correspond- 
ents. The experiment will be carried 
on only between Dec. 1 and the middle 
of April unless the volume of business 
warrants full-time facilities. 


1939 


Angry at Log Export 
British Columbia stirred 


Japan buys standiny timber 
saving manufacturin» cost, 


CERTAIN phases of British 
business dealings with Ja; 
ing bitter antagonism whi 
the last two weeks have 
Export of logs is a big sor 

British Columbia depend, 
trade—more than 707 of 
industrial production is expo: 
— has been one of Bri: 

ia’s most dependable custon 
Sep11'37,p15). Of Japan's tot 
chases in Canada last year, value: 
more than $22,000,000, 
fourths were for British 
goods, notably timber | 
metals. In return, Canada bough |. 
than $5,000,000 of Japanese merchiy 
dise. 

Japan needs the products of Canad; 
too much to quibble about bala 
trade, as she did three years ago wher 
she engaged in a tariff war with thy 
Dominion that ended only when W. | 
Mackenzie King succeeded Richard Be: 
nett as Canadian Premier. Japan's wx: 
with China has made her desperate for 
such materials as nickel, lead, zinc, an 
scrap iron, bought in Canada last 
to the value of more than $8,000 


prod 


Japs Figure Out a Way 

But Japan needs timber product 
chiefly for her rayon mills whose outp 
is one of Nippon’s major foreign tra 
items, and also for her sawmills. Re 
cently, shrewd Japanese figured ou! 
way to pay less to Canada for timbe 
products while at the same tim 
ing volume of imports. Instead of buy 
ing lumber or pulp, the Japanese boug 
standing timber and held it in reser: 
or shipped raw logs across the Pach 
depriving British Columbia mills of th 
profits of manufacture. 

Growing restive under continued tak 
of embargo, Nippon Soda Co., whi 
last spring acquired half a billion te 
of pulpwood timber on northern Vu 
couver Island, decided this week to ! 


to Japan. 

Outcry against Japanese contro: o! 
Canadian industry grew in volume 10 
lowing this announcement. Since 
timber was on Crown grant lands, 
ago deeded by the federal government 
there was nothing very much that Brit 
ish Columbia's hostile government cou! 
do about it; but, as the provincial jeg 
islature opened its annual _ session 
spokesmen for the Administration ¢ 
ye that laws might be passed for 
bidding future sale of Crown grant 
ber to foreigners, making it impos 
for such timber to be 
as manufactured lumber or pu!p Pr 


ucts. 
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Business Abroad 


and commodity—are 

benerally apparent in the United States 
September is being felt now in almost 
ey major country, though industrial 
vity in no other country has fallen 
of as drastically as in the United States. 
Switzerland took special action to 
vem the influx of “hot money” this 
wk. Members of the Swiss Bankers 
,sociation have voluntarily agreed to: 

Accept no more sight deposits in 
siss francs by foreigners, though three- 
ith deposits are possible if the de- 
ssitor is willing to pay 1% yearly on 
il| deposits of less than six months; 

). Pay interest on foreign deposits 
sly when they remain in the bank for 
least nine months ; 

3. Discourage hoarding by refusing 

allow foreigners to put Swiss franc 

tes in safe + sama boxes and require 

n that those who have already done 

remove the money. 

Holland is plagued with the same 
roblem, but so far has announced no 

in to prevent the inflow of wandering 
eculative accounts. 

Washington took steps this week to 
pe with another problem of interna- 

nal finance—as a part of its efforts 

plug loopholes in the tax laws. 
Henceforth, stocks and other securities 
nnsferred to a foreign corporation must 

e reported by any person playing any 
ut or giving any advice during the 
mation of the foreign company. 

The new law requires that any person, 
acluding a bank or trust company, giv- 
ng advice concerning the formation of 

foreign corporation must report the 
acts to the Treasury within 30 days. 

The Soviet Union was put on the 
pot this week when Italy joined Ger- 
uny and Japan in the anti-Communist 
pact, and the confident isolationists in 
the United States were given a rude jolt. 

Berlin, Tokyo, and Rome make no 
dones of the fact that no trace of a 
vocal Communist opposition remains 
within its respective territories. The con- 
ficts in Spain and China make it plain 
that members of the bloc are ready to 
go further than intrigue beyond their 
wn borders. And they make no defini- 
tion of Communism. Any opposition 
which they fear anywhere will be 
branded as Communist. 

When Italy joined the group this 
week, after holding out for more than 


th stock 


Gold outflow to Europe begins. 

ct is serious new barrier to peace talks in Europe. 
Strikes are ended quickly in Argentina. 
prepare to resist United States steel exports. 
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Anti-Communist 


Europeans 


mur new flow of gold from the United States to ee and the suspected implica- 
os behind the anti-Communist accord which Italy 
+ signincant developments abroad aftecting the business outlook in the immediate 


sre. Business generally has not changed its tem 
irregular. 


joined this week are the 


from last week; markets- 
recession which became 


The 


a year in spite of careful wooing by 
Berlin, the world generally interpreted 
the move as an indication that Rome 
had lost all hope of coming to terms 
with the British over the Mediterranean. 
Moscow saw in the move just the sup- 
port Berlin needed to free Germany of 
the full responsibility of keeping west- 


HEADS BRITISH OVERSEAS TRADE 
In view of probable early action on the 
Anglo-American trade agreement, unusual 
interest attaches to the man recently chosen 
to head the British Department of Over- 
seas Trade, T. Quinton Hill, above. 


At the time of his appointment, Mr. 
Hill was serving as principal secretary 
to the Commercial Relations and Treaties 
Department of the Board of Trade, the 
agency which has been negotiating for a 
year and a half in pseudo-secrecy with 
the U.S. Department of State concerning 
an Anglo-American reciprocal trade agree- 
ment. 

Open discussion of the trade treaty last 
week in the House of Commons leads 
observers to believe that public negotia- 
tions may be announced within the next 
three months. The treaty is of prime 
importance to both nations. From the 
American standpoint, it will make or 
break Secretary Hull's entire program of 
reciprocal trade pacts. From the British 


standpoint, a trade pact with the U.S. 
would be an important addition to Empire 
prestige. 
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ern Europe at bay while she picks up 
the territories she has wanted for almost 
40 years in the East—including the rich 
Soviet Ukraine. 

Few observers expect trouble immed: 
ately, but few who are familiar with in 
ternal affairs in Europe think that war 
can be avoided for very long since this 
new triple alliance was sealed. 

Menace to the United States, be- 
sides the inevitable effect on the country 
of any general European war, is the pos- 
sibility of intrigues in South America 
by the Fascist states which have made 
all of their conquests by moving quickly 
when the world is upset by economic 
depression or harried over the exploits 
of one of the other members of the 
The surest way to occupy the 


group. 
home 


attention of the United States at 
so that they can operate freely abroad 
is to raise the communist bogey in the 
various Latin American countries. At 
best it isn’t allowed out of sight for 
long. 

European steel interests are in 
creasingly alarmed over American in- 
roads in continental markets—particu- 
larly in Denmark, Holland, Switzerland. 

The industry in most European coun- 
tries is completely occupied with home 
orders for both industry and rearma- 
ment. Only in the United States is do- 
mestic demand far behind capacity. 
American firms have been making price 
concessions for many months. Only 
recently, in Warsaw, the European steel 
cartel agreed to maintain prices but re- 
duce export quotas because of the Ameri- 
can competition. Hope was the business 
in the United States would revive 
and, with it, the price structure would 
stiffen. 

This week, worried over the outlook, 
members of the cartel hastily called a 
meeting for Nov. 22, in Paris, to dis- 
cuss new defense measures. In the mean 
time, the British industry announced 
that it would maintain present domestic 
prices for all of 1938. The United 
States industry has announced prices 
only for the first quarter of 1938—main- 
tained also, at present levels. 


France 


Business shows fresh signs of 
slow recovery, but foreign de- 
velopments cause new worries. 


Paris (Wireless) —French business con- 
ditions continue to improve slowly, The 
stabilization fund has ei dur- 
ing the last few weeks, 6,000,000,000 
francs in foreign currencies. The franc 
is stronger. Gold is beginning to 
return to Paris. 

Signs of improvement can be 
summarized: 

1. Tax returns: Federal revenues in 
September amounted to 3,226,360,900 
francs, pulling the total for the first 
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nine months nearly 3,000,000,000 officers and soldiers from 


francs above the figure for the same TREND OF BUSINESS Outer Mongolia, wearing 


period last year. In the meantime, of bearing red star insignia 


course, the franc has depreciated 48% SWEDEN AND U. S. of the Red Army, marc! 


The stock exchange turnover tax in Pat 50,000 troops who swept 
September amounted to 19,195,000 1929100 Square in the huge Nov 
francs, in comparison with 10,520,000 150} +: tpysiness ACTIVITY — play. The demonstrations 
francs for the same month in 1936. : cated on a smaller scale 
For the first nine months, the revenue 125| I centers, with particularly i: 
was nearly double the total for last é; plays on western borders 
rear. Far East. 

. 2. Savings bank deposits, during the 100 The purge was ackn 
first two weeks of October, showed a only one brief statement by 
net gain of 53,000,000 francs. 75 te oe oo a “It is now clear to everyo: 

3. Franc futures are steadily stronger, were not for the enemies , 
though any serious new development abroad, our achievements 
in the foreign situation which might ad been considerably greater.” 
grow out of the new Japan-Germany- 
Italy pact _— quickly alter the out- 
look for the franc. : —— 

Foreign Affairs are a matter of Great Britain 
major attention this week. Immedi- 1} 1 , Recession in retail trade likeh 
ately following the announcement of to be counteracted by Christma 

: + | ying. Steel price set for 
munist pact (page 15), Paris announced 1938 
that the French Foreign Minister would 
visit Poland, Czechoslovakia, Rumania, ae mt LONDON (Cable)—The 
and Yugoslavia. France has alliances mosphere in business circles 
with all of these countries, but rela- qualified cheerfulness. D 
tions with Poland have not been very next few weeks, the Christmas 
intimate for some time, and Germany will make a_ substantial 
is known to have a considerable hold ppt toward the maintenance of | 
on Yugoslavia through intensive eco will help to conceal any real 
nomic penetration during the last few | |_| iii sion. The real testing time is expe 
years. A special company was set up to come immediately after ‘ 
in Germany recently to specialize in Lt ss when the normal decline in ac: 


the handling of trade with Yugoslavia. throw emphasis on the recession tf. 
Main interest in London al! week | 


been the resumption of the gold 

flow from the United States ar 
Soviet Union 1 | weakness of the dollar. To the Britis 
| this emphasizes both the need to: 
government cooperation with 


Kremlin replies to anti-Com- 

munist pact with threat to carry ; ‘ 

war abroad if once started; will in the United States, and for i 

also defend Outer Mongolia. tional currency stabilization. The 
certain business outlook is being ¢ 


Moscow (Cable)—The Soviet Union —— fe magnified by monetary problems. 1! 
has had time and thought for only one | | removal of exchange restrictions and 
thing this week—celebration of the 
twentieth anniversary of the régime and 
recapitulation of its accomplishments. 
Two notes in the official celebra- 
tion speeches command attention of a 
world still trying to evaluate the sig- 
nificance of the anti-Communist pact. 
“The Soviet Union wants peace but 
she is prepared to beat off any attack 
and carry the battle into enemy terri- at steadily lower price levels. Ni 
tory,” declared Defense Commissar metallurgical associations controliin 
Voroshilov. “When attacked, the Red : — the bulk of British iron and steel pro 
Army will counterattack with a force un- ye duction have announced that current 
precedented in the history of the world, prices will be maintained through !°> 
and will penetrate as far as possible into Steel output for the first nine 
enemy territory.” of 1937 amounted to 9,549.3 
The second significant note was | | ta The September output set a new hig 
sounded a year ago by Stalin when he record. The import of steel trom 
announced that Russia would fight to United States, notwithstanding the his 
rotect its special interests in Outer = wae +— - tariff barrier, is a measure of :ntenx 
fongolia. As a warning to the mili- domestic demand in Britain. Age 
tary attaché of Japan, who stood in the ar bees gate iron and steel imports are hight 
reviewing stand with other foreign dip- 232 1936 — = than before the war, and at a rate mor 
lomats, that Russia is prepared to carry e222 than twice as high as as the begianin: 
out this determination, a delegation of of 1937. 


urged by British observers as a means 
of restoring normal trade relations 
Steel is a matter of general interest 
The industry is stil! working at near 
capacity levels, with a heavy backi 
of armament business which prec! 
much fear over export markets wher 
American steels are said to be offered 
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ermany 

shacht return to economics 

ministry is only temporary. 

siock market slump is due to 

forced liquidation of industrial 

shares. 

un (Cable) —German business is 
led by the reorganization moves 


he Ministry of Economics and by 
continuing stock market slump 


Though Dr. Schacht is said to have 
ed to continue in the Economics 
try, there is little confidence that 
compromise with the strict demand 
joering’s Four-Year Plan will last 
more than a few months. The 
| is toward Goering’s absolute eco- 
< and financial dictatorship and in 
ong run he will no doubt prove 
ager than his opponent. There is 


remain will before long be replaced 
nilitary leaders more in sympathy 
» the bold demands of the Four- 
Plan 
Though business as a whole is wor- 
wer the effect on world trade of 
ontinued stock market and com- 
ty price slump abroad, the steady 
ne of isolated German security 
kets is traceable less to reaction to 
thet weakness abroad than to the 
sure of share sales at home by in- 
rial corporations. When last year’s 
material inventories declined 
ply, many corporations invested 
r liquid funds in securities. They 
now selling them partly to provide 
to replenish raw materials at the 
low price levels and partly for in- 
‘ment in new plants prescribed by 
¢ Four-Year Plan under the direction 
Col-Gen. Goering. 
Politically the German government is 
pporting Japan as its partner under 
anti-Communist pact, but the sym- 
thes of business (and probably of 
public at large) are all on the 
nese side. German trade with 
na has been developing most satis- 
‘orily for the last few years and 
‘man exporters have regarded China 
ne of the best potential markets for 
t goods 
There are indications that even the 
ernment is not quite sincere in its 
port of the Japanese. Within the 
* few weeks representatives of the 
cel industry have approached govern- 
at authorities and asked for instruc- 
%s what to do with regard to their 
t Eastern business. They were told 
strict confidence that they should not 
"unt the Japanese any credits but that 
y should do all in their power to 
* exports to China and give the 
nese all facilities in the way of 
y which they could reasonably af- 
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To sell your product in England 
...a magazine 
with 3 times the coverage of 
the Saturday Evening Post 


Tue 
EVENING post 


THE SATURDAY EVENING POST 


THE RADIO TIMES has achieved ao peck 
circulation of 3,540,547, | in 3 of all 


recently da peak cir 
of 3,227,471, | in 10 of all the 
families in the U.S.A. The Saturday 
Evening Post sells its space on ao 
rate base of 2,700,000. 


the families in Great Britain—e 
three times that of the Saturday Evening 
Post! The Radio Times selis its spoce on 
@ gverenteed circulation of 2,800,000. 


[f you are in the English market—make 
sure the “Radio Times” is on your list 


NLY thirteen years ago, the 

first number of the “Radio 
Times” made its appearance. To- 
day, the “Radio Times” can quote 
the astonishing peak circulation of 
35540,547 copies, but it still sells on 
a guaranteed net weekly sale of 
2,800,000. 

What is the reason for this success? 
The “Radio Times”’ satisfies a real 
need. Published by the British 
Broadcasting Corporation— which 
controls every broadcasting sta- 
tion in Great Britain—the “Radio 
Times” is the only publication al- 
lowed to print full details of the 
entire week’s radio programme in 
advance. This means that every 
issue of the ““Radio Times” is read 
day by day for a whole week. 

And what sort of people read the 
“Radio Times”? People who have 
money to spend. Actually more 


than 1,000,000 well-to-do families 
take the “Radio Times’’ every 
Friday. This is more than any 
other publication in Great Britain. 


Although the “Radio Times” ad- 
vertising income has increased 
enormously during the last five 
years, as a matter of policy, the 
total volume of advertising pub- 
lished has not been allowed to in- 
crease. This means that the “Radio 
Times” protects you, the adver- 
tiser, from crowded positions, from 
too much direct competition, and 
the evils of unethical advertising. 

If you are selling in the British 
market, then you should be adver- 
tising in the “Radio Times.” Write 
for full information to: The Adver- 
tisement Director, British Broad- 
casting Corporation Publications, 
Broadcasting House, Portland 
Place, W.1, London, England. 


RADIO TIMES 


GUARANTEED AVERAGE NET WEEKLY SALES 2,800,000 
Members of the Audit Bureau of Circulations 
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Canada 


Falling raw material prices 
cloud outlook. British Colum- 
bia opposes wholesale timber 
exports to Japan. 


OtTrawa—cCanadian industry appears to 
have escaped so far any serious reflec- 
tion of the business recession in the 
United States, though there has un- 
doubtedly been a pause in the upward 
movement. The principal manufactur- 
ing industries continue at recent high 
levels. Wholesale and retail trade is 
reported well sustained. The Dominion 
Bureau of Statistics economic index for 
the week ended Oct. 30 stood at 105.7 
against 105.6 the previous week. Car- 
loadings show only a slight decline. 

Less favorable is the market outlook 
for lumber as the result of high ocean 
shipping rates and the weakness of 
British demand. Also, the sharp de- 
clines in the prices of base metals will 
reduce anticipated profits of certain 
mines and may lead to some contraction 
in copper output. 

Ford's new $3,300,000 body plant 
at Windsor went into production last 
weck, 

Aireraft orders are beginning to 
stimulate heavy industry. While Fair- 
childs began operations on a Canadian 
government order for 18 bombers, 
Canadian Car and Foundry Co. began 
plant enlargement at Montreal to take 
care of equipment orders. 

Manufacture of ammunition for Great 
Britain is now under way and expected 
to increase, though shipments in the 


Canberra Capitulation 


| The Australian parliament recon- 
venes on Nov. 30. It will be the 
first session since the general election 
which returned to office Prime Min- 
| ister Joseph A, Lyons. 

When Mr. Lyons was in Washing- | 
ton a few years ago, he is said to | 
have been very favorably impressed 
with Secretary Hull's reciprocal trade | 
program, but domestic politics made 
it impossible for him to avoid the 
“trade diversion” law which placed 
a stringent quota on American im- 
ports and ultimately put Australia on 
the United States’ tariff “black list” 
on the score that Canberra was dis- 
criminating against our imports. 

Further important rumors have 
reached this country this week that 
the Prime Minister is ready now to 
work for the repeal of this measure, 
and open negotiations with Washing- 
ton for a new trade agreement. 

A glance at United States exports 
to Australia indicates the importance 
to American business of the contem- 
plated move. In 1929, we shipped 
more than $150,000,000 worth of 
goods to Australia. Last year, the 
total was less than $60,000,000, 
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last three months amounted to less than 
$100,000. Since the export of munitions 
came under strict control Aug. 1, Canada 
has sold less than $200,000 abroad, the 
largest item being fighting aircraft sent 
to Argentina. Demand for a ban on 
the shipment of metals for the manu- 
facture of munitions and armament to 
belligerents is expected at the coming 
session of parliament but will be ignored 
unless international action is taken. 

A cut in the cigar duty is asked by 
leading Canadian importers to revive the 
business in diate, The duty 
is now $3.90 a thousand. Canadiar 


Pir 
WAR SETS STYLES—Japanese shoppers 
look at new designs in fabrics in an enter- 
prising Tokyo department store. 


cigar consumption is 85 in the 5-cent 
class. 

In British Columbia, there is agita- 
tion against the export of raw timber 
in large quantities to Japan (page 70). 

There is considerable grumbling at 
imminent British trade treaty with the 
United States, as harmful to Canadian 
farm — (page 68). 

Canadian stock markets have followed 
the United States lead in lowering 
margin requirements. 

Building contracts awarded in Oc- 
tober totalled $20,000,000 compared 
with $22,000,000 in September; the 
total for 10 months, $198,000,000, com- 
pared with $142,000,000 for the same 
period of last year. 

Tourist income of $309,000,000 is 
estimated for the year, equal to the 1929 
record. During eight months, 3,184,000 
cars entered Canada, mostly from the 
United States, carrying nearly 20,000,- 
000 people. One million of the cars 
remained from two days to two months. 

Canadian Pacific Railway is now 
understood to desire unification with 
Canadian National, under government 
management (page 69). 


Mexican Measure 


“Lbs.,” “gross,” and “inches” 
ruled out of Mexico afx Jan 
1938. Government official, 
creed that only the met; systen 
can be used within the « Ntry for 
all business. Sole excepr 
word “pair” for gloves and foorwes, 

Exporters are warned hat the 
rule will be rigidly enforced 
the first of the year, and thar invoice 
or other similar documents 
actions in Mexico must be 


are 


lave Ge 


1 4S the 


fOr trans 
expressed 


in units of the metric system 


Strikes in building industry apy 
on railroads are ended. 
officials anticipate further 
ernment ownership to ease rail 


problem. 


BUENOS AIRES—Two strikes—in 
building industry and on the railros 
—have been settled, and the ou 
for business has improved according 

The building strike started with : 
bricklayers, but soon spread to the ¢ 
tire industry and tied up all construc 
for more than two weeks. In a conf 
ence between the Minister of Pu! 
Works and union leaders, a new wi 
scale was determined, which is t 
effective until May 1, on which fixed ; 
creases were agreed upon. Employ 
agreed to the increases when 
leaders assured them that labor wo 
make no further demands for wage 
creases for 18 months. Working hou: 
remain unchanged. 

The railroad strike on the Cen 
Cérdoba has also been settled. It 
veloped when labor demanded 
wage cuts which had been made « 
the depression were not restored in sp 
of the promise of the government 
they would be. 

The Central Cérdoba, a British-owne 
railroad, has been taken over by the g 


,ernment, as a part of the deal, and » 


be operated by the State Railway for 
year. The owners are guaranteed 
profits equal to those earned in 1936-) 
High officials of the British-owned 1 
roads have recently stated that gover 
ment ownership of more railroads m 
be expected, especially as it seems diff 
cult to secure any increases in rates 
The government has showed om 
mendable energy and promptness in 
tling these strikes and apparently co 
not intend to allow the labor situat 
to get out of hand. There is no dou 
that wage levels must be increas 
whether through public or private 
tion in the near future. A minimus 
wage bill has been presented to Cor 
gress and we may expect an increase © 
both money wages and the standare ‘ 
living of the working population 
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truce. 
if it will all come true. 


> Scond New Deal this week 
‘ached its First Breathing Spell. 
ag with the breathing spell talk 
ne hints that President Roosevelt 
jd offer the public utilities a new 
xe—almost exactly a year after he 
ved over the first such truce. And 
vk traders pushed prices up pretty 
akly, although, in private they had 
‘fingers crossed. 

Washington is undertaking to pull 
ness out of its tailspin by bucking 
» building. Industry is to be encour- 
ed to build and expand plants; pri- 
* individuals are to be encouraged 
build homes. Government funds 
» to be dangled as bait, but the 
ject makers are hoping that the 
bt will inspire a rebirth of confidence 
h will pull out enough private 
sital to finance the building revival. 


lope for Tax Revision 


ime thing which encouraged the 
macial community to believe that 
¢ were not idle gestures from the 
ional capital was the fact that the 

makers are busily working on plans 
: modifying the capital gains and 
distributed profits taxes. This, in it- 
is constructive stock market news, 
pi any reports of progress in tax re- 
on will be gratefully received. 
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oney and the Markets 


Roosevelt offers a new breathing spell, in which con- 
struction is to be encouraged and the utilities given a 
Financial community is pleased but wonders 


Loans’ Story 


About the middle of October, after 
months of steady climbing, borrow- 
ing by trade and industry began to 
decline (BW — Oct.30°37,p70). At 
the outset, however, the dip in banks’ 
commercial loans was confined al- 
most entirely to New York and 
Chicago, the two cities most readily | 
frightened by the stock market. 

However, the most recent state- 
ment of the Federal Reserve member 
banks in 101 cities which report 
weekly recorded the first important 
recession in borrowings outside New 
York and Chicago. From now on, 
analysts will watch these figures 
closely for what they tell of business 
confidence. 

The figures on the three-weeks’ de- 
cline in loans (in thousands of dol- 
lars—000 omitted) follow: 


Weeks Ended —— 


Nov. Oct. 27 Oct. 20 
New York.... $3,000 $38,000 $24,000 
Chicago .... -.---* 18,000 5,000 
Other 99 cities 16,000 1,000 2,000 


Total decline $19,000 $57,000 $31,000 


* Unchanged. 


Yet the Wall Streeters remember 


well the First New Deal's breathing 


5 


spell, and the first truce with the utili 
ties a year ago. They realize that build 
ing boom is still talk. And they wonder 
how the utilities can be talked into 
spending the $1,500,000,000 a year ad 
vocated by the New Dealers when 
power company executives so clearly 
recollect their past treatment at the 
hands of the government. 

There were mixed feelings over the 
spiking of rumors that the gold con 
tent of the dollar was to be cut again 
_ few panicky individuals were dis 

fated. because they felt such an 

ationary gesture could cause a wave 
of buying—buying in commodities, in 
of in common stocks. 
But the rank and file of economic 
thinkers were pleased to see the rumors 
laid. They wanted no inflation, and 
they felt that any business wanting it 
was short sighted. 


Gold Collywabbles 


Incidentally, the latest batch of gold 
rumors were beginning to get funny. 
They took exactly the opposite form 
to those more serious ones last spring. 
The dollar, instead of being the most 
popular —— in the world, was an 
orphan. World investment money, 
stead of flowing this way, was fleeing 
The rumor mongers, who were sure 
eight months ago that the dollar's gold 
content would be increased, now were 

sitive it would be decreased. 

With a billion and a quarter in the 
sterile gold fund, the Treasury isn’t 


worried about modest gold exports. In 
fact, Sec. Morgenthau will pay less in- 
terest on bills sold to sterilize the metal 
if some of the inactive fund goes abroad 
And the country’s credit reservoir is 
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F. E. Frothingham (Coffin & Burr, Boston), 


Frank H. Davis (Ritter & Co.. New York). 


Edward B. Hall (Harris, Hall & Co., Chicago) and Alden H. Little 


(Executive Vice-President of the Investment Bankers Association). 


impervious until the gelded gold is ex- 
hausted. 

Meanwhile, the fact that foreigners 
now are taking gold home routs the 
argument advanced last spring that no 
one wants gold, that everyone would 
dump on the United States ad infinitum. 

Clark and Odlum—The report of 
James L. Houghteling, special investi- 
gator, to the United States District 
Court in Chicago on affairs of Utilities 
Power & Light was closely guarded for 
more than three months—so long and 
so closely, in fact, that observers were 
convinced it was too hot ever to be made 
public. Thus many were surprised when 
the court gave the report to the press. 

Contents were up to expectations. 
Harley L. Clarke, ex-president of U. P. 
& L., was accused of running the com- 
pany with dictorial severity, and many 
of his financial dealings with the com- 


3 
Alex Dow (Detroit Edison Co.) and Allan 
M. Pope (First Boston Corp., New York). 


Frank M. Gordon (First Nations! Chicas 
Orrin G. Wood (Estabrook & Co. Boo: 


More Work Than Play 


Serious-minded investment men, chinning quictly in |it 
groups, were no uncommon sight as the Inves: 
Bankers Association of America held its 26th ann 
vention at White Sulphur Springs last weck. Nor | 
were things in their own business in a none too hap; 
state, but these bankers were listening to and analyz 
very carefully every word said about the state of | 
and the possibilities of a serious recession. Few inde 
were there among the delegates who did not deplore : 
forces which are driving private capital into hiding 
agreement appeared quite unanimous that the 
trbuted earnings tax and the capital gains tax ar 
biggest factors in freezing private capital. Cooke 
after hours of planning, two sharp resolutions were pass 
which urged upon the government either repeal or 


modification of both taxes. at] 
against the New Deal, either. Edward B. Hall, who: 
tired as president of the I.B.A. to make way for incomir 
Francis E. Frothingham, declared that only loose think 
lace the blame for this fall's stock crash on the A 


Newsprows 


can 
ministration, 


pany were questioned. Floyd Odlum, 

whose Atlas Corp. controls the utility, 

was attacked. Directors, by implication, 

were accused of rubber stamping for ‘ 
both Clarke and Odlum. 

The report certainly will bolster the 
Securities and Exchange Commission's 
demand that a trustee be appointed for 
the company so that no past actions may 
be whitewashed. 

Valuations Again—One of the most 
highly controversial points in the coun- 
try’s entire financial history has been 
valuation of public service 
companies for rate-making purposes. 
And, once again, the question has 
found its way up to the United States 
Supreme Court. 

‘he case now before the court is that 
of the Pacific Gas & Electric Co. against 
the Railroad Commission of California. 
The commission forced a reduction in 


Yet it wasn't all carping 


gas rates upon the West Coast utili 
company. The rate cut was ordered 

the commission on a valuation whi 
represented, essentially, the orig 
utility's properties. The ut 
took the case to court on the content 
that the Supreme Court always 

ported appraisal on cost of reproduct 


¢ 


The case, once again, brings into ¢ 
rect conflict the two diametrically op 
posed concepts of proper methods oi 
valuation for rate-making purposes. » 
fundamental is the argument that th 
Federal Power Commission and 
Federal Communications Commuissio 
this week asked the high court to 
right to take part in the proceeding 

The Power Commission contends ths 
the Supreme Court's 39-year-old 
sion upholding cost of reproduction § 
out of date and has proved itself un 
sound; that the cost of reproduction 
theory makes regulation of public sen 
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company rates “wellnigh 
sie": “that a sound basis—sound i 
‘ainistration, in economics, and in 
a n which the public utility 
perties should be valued for rate- 
Fuking purposes is the historical cost of 
- properties—that is, the prudent 
avestment in them. 

Whether it is called “historical cost 
¢ those properties” or the “prudent 
westment’ theory, the method of val- 
tion advocated by FPC and FCC is 
sill the original cost method. The 
Interstate Commerce Commission, in 
eoulating the railroads, and all the 
sate utility and railroad commissions 
we for years been bogged down in 
sluation matters between original cost 
snd cost of reproduction. Classic liti- 
stion has resulted. 
” Most recent of the “big’’ cases was 
that of the ICC against the O'Fallon 
iiroad. The ICC was charged with 
~apturing earnings of railroads which 
in over 6% on the investment. The 
/Fallon road was earning more than 
; on the valuation the ICC gave it. 
But the road contended that the ICC 
uation was far below cost of repro- 
juction, and it won its case in 1929. 


ational. Chiea 


k & Co, Bostor 
Play 


quietly in lit 
the Invest 


Sth ans 


eck. No Implications—This Pacific Gas & 
one t00 hap; Electric valuation case presents no vastly 
and analyzing ferent aspects from many that have 
fate of | en decided heretofore. But, when the 
. Few FPC and FCC jumped in, there were 
epi idded implications, and new interest 
D hiding. A ittaches to the outcome. 

at the It's an extension of the federal gov- 
ax af enment’s effort to control electric and 
l. ¢ gas rates. It’s a part of a trend which 
Ms were ss become well defined. The federal 
pom OF wthorities think the states need help in 
regulating utilities. The states feel that 
Hall, w they have been mone too successful and 


for incomuir 


loose think 


ren't averse to a bit of help from Wash- 
ngton. It’s part and parcel of the gen- 
ral agitation which has resulted in the 
Federal Power Commission’s uniform 
nethod of accounting for utilities. 
President Roosevelt's interest in the 
dject came to light at Tuesday's press 
onterence. He came out solidly for 


sh on the A 


oast t trlit 


as ordered 


uation whi 


Pee @ the FPC-FCC attitude. He told of a 

The se where a utility bought a run-down 

he conten Georgia municipal plant worth, he said, 

always $50,000 and paid $200,000. Obviously, 

the President observed, the utility 

—. shouldn't be allowed to make rates on 
retrically OP the basis of such valuations. 


methods 


The utilities persistently are accused 
t obstructing and postponing rate re- 


Urposes 


ent that the 
en ad juctions. One of the newer theories 
c : ‘or avoiding drawn-out valuation pro- 
yMMIssit 
( 3 a cedings is that advocated by many state 
urt for the 
nected power commissions which would compel 
sere the utilities to keep their property ac- 
P property 


‘counts up to date all the time on an 
original cost basis. 
This latter idea is for utilities, start- 


rar-old de 


roduction 1s 


d itself un 

—- sin ing with the original cost of the prop- 

arte erties, to add on all expenses for 

public ser oy 
pansion and betterment as the invest- 


1937 


ment is made. In addition, all obso- 
lescence and charge-offs against property 
account would be continuously deducted 
The net result would, advocates contend, 
at all times be the going value of the 
property for rate-making purposes. Pre- 
suming the results were honestly arrived 
at, neither side could quibble over the 
valuation, and rates could be imposed 
without delay to allow the utility the 

rcentage return, which the rate-making 
oe might deem proper 

This “continuing” vaiuation theory is 
very unpopular with the utilities. They 
feel that at best it would be insupport 
ably costly, at worst that it would be 
utterly impossible of accomplishment 

Unnecessary— Early this year, under- 
writers offered to the public 275,000 
shares of preferred stock, carrying a $5 
annual dividend, of the Northern States 
Power Co. The price was 103. Shortly 
thereafter, the stock market turned sour, 
and the offering stuck tight to dealers’ 
shelves. 

In July the company applied to the 
Securities and Exchange Commission 
for permission to make this issue of 
preferred convertible into common 
stock. The inference immediately was 
drawn in governmental and _ financial 
circles that the company was a little 
sorry for the financial houses which 
were taking the beating in the stock 
Hearings dragged for a long time, with 


the SEC examiner a mite critical in 
questioning the company's motive for 
seeking the change. 

Meanwhile, the underwriting firms 
have been letting the stock seek its own 
levels—which, for some time, have 
been in the low 80's. They have sold 
the issue in driblets to institutional in 
vestors who found it an attractive buy 
at the lower prices. They could not, 
tor tear of misrepresentation, encourage 
buyers to hope that a conversion privi 
lege later would accrue to the stock. In 
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Atlas Corporation 


Dividend No. 5 
on 6% Preferred Stock 


NOTICE IS HEREBY GIVEN that a 
dividend of 7S¢ per share for the 
quarter ending November 30, 1937 
has been declared on the 6% Pre 
ferred Stock of Atlas Corporation 
payable December 1, 1947 to holders 
of such stock of record at the close of 
business November 16, 1937 


Warrer A. Peterson, Treasurer 
November 5, 1937 


TODAY'S CLIPPER SHIP of the air symbolizes the acceleration of commerce 
since the days of the sailing clipper. Keeping pace with sound business 
progress, The Commercial National Bank of New York meets the banking 


requirements of commerce and industry with directness and understanding. 


‘Ze COMMERCIAL NATIONAL BANK 
and TRUST COMPANY of NEW YORK 


Fifty-six Wall Street 
MEMBER: FEDERAL DEPOSIT INSURANCE CORPORATION 
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fact, the bankers for some time have That conclusion, howeve; 
had a strong hunch that the SEC would _ the fact that there had bx 
not allow the company to make the pre- counter trading in the stoc\ 


DEPENDABLE ferred a convertible. as, and if issued basis. Thar jc», 
PROTECTION Well, the SEC didn’t. This week it individuals and profession) 
reached the conclusion that it was not bought and sold stock which the 
| “necessary or appropriate” to effect the have on the assumption that they , 
North America Protection is synony- change. The commissioners were very buy and deliver when the 
mous with dependable protection... careful to explain that the close rela- offered to the public. The 
tionship between the company and some had—a scant 8,000 are 
behind North America Policies is the of the underwriters played no part in of the public because stoc! 
oldest American fire and marine insur- | the decision—they didn't allow the fact the Pure Oil Co. bought shou: 
that some of the underwriters might many when they were offered shy. 
have profited to influence the ruling. tion rights. 
145-year-old record for prompt and a's matter of fact, the oe The idea now is to settle the y 
equitable settlement, of claims. coming at this late date, couldn't have issued transactions as painlessly as ‘ 
done the underwriters much good. All sible. There is always the chan * 
but a relatively small amount of the a few sharpshooters will want to . 
stock has been sold. Even an attractive their Pc | of flesh in Spite of the { 
conversion feature couldn't have en- that they were dealing in a security ; 
abled the underwriters to move the didn’t own, before it was issued 
unsold shares at a high enough price to when they had no certain know\ 
reduce their loss substantially. The best that they would ever get the shares : 
it could have done for them would have bought or sold. 
been to improve the secondary market, How extensive trading has been 
and that would have made the bankers not been revealed, but the New Y 
ooo es ee little if any money. yee Exchange is undertaking a ¢ 
ianship role. It has asked membe: 
Insurance Company of _Warding Off Trouble—When the — supply Pl data on their transact 
‘ underwriting syndicate decided not to The idea is to clean up any short in 
North America offer the a Oil Co.'s $44,000,000 of est which may exist, 4 ause the shor 
preferred stock to the public—wrote can't possibly deliver. This action, 
and its affiliated companies write practically | the company a check for the full ever, won't cover all over-the-counte 
every form of insurance except life amount, less commission, and became _ transactions, where _ possibilities 
an investor—it would have appeared trouble will continue, unless the Ne 
that the decision to sit and wait settled York Stock Exchange's example is { 
everything. lowed. 


ance company (founded 1792), with a 


STOCK TRENDS BY MAJOR GROUPS 
Average price of stocks as of the first of the month 
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Plenty of Action eee but 
NO PROGRESS 


If you want to picture plenty of action but | 
no progress, page Mr. Squirrel. 
With his famous cage he offers a parallel 
that has become threadbare — threadbare 
because it is so apt. Apt because every at- ! 
tempt to develop a product or improve an op- | | WW! 
eration has its squirrel-in-a-cage moments. Died 
At such moments Mallory first met most of 
its valued customers. The Mallory business 
has been built by helping manufacturers | 


“round and 


reduce the duration of these = 
*round”™ periods, | vy | 


P. R. MALLORY & CO., Inc. wl | | 


INDIANAPOLIS INDIANA 
Cable Address —Pelmalio 


PARTS FOR RADIO, ELECTRICAL, 
AUTOMOTIVE AND INDUSTRIAL FIELDS 
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yo CAN SEND TELEGRAMS WITH- 
7 HAVING TO PAY FOR PUNCTUATION 
<s COMMA SUCH AS QUOTE COMMA 
-orE COMMA QUOTE PERIOD UN- 
ure COMMA QUOTE QUOTE UN- 
rf COMMA QUOTE UNQUOTE UN- 
rf COMMA QUOTE STOP UNQUOTE 
ETC PERIOD COMMA STOP 
EVER COMMA THIS NEW RULE 
iY APPLIES IF THE PUNCTUATION 
“xs ARE USED AS SUCH AND ARE 
- WRITTEN OUT STOP IF WRITTEN 
- 4s ABOVE COMMA THEY WILL 
‘| BE COUNTED AS WORDS AND 
FOR STOP 


cEMAKERS had better hurry. Only 42 
ws to Christmas. 


yonG the most dramatic of recent 
rents is the Astounding Experience of 
orge Axelsson. Mr. Axelsson is a 
respondent of the New York Times 

has done a lot of reporting from 
he rebel side of the war in Spain. Now 
be has managed to visit the strategic 
‘nish island of Majorca, which Mus- 
ni hopes to use as a base for blowing 
*e British out of the Mediterranean. 

the first correspondent allowed to 
i there since the beginning of the 
i," Mr. Axelsson reports real news: 
There is at Majorca an Italian and 
«man aviation personnel comprising 
z least 500 men, including Bruno Mus- 
wlini, son of the Italian premier.” But 
though that is interesting, it isn’t the 
Avounding Experience of George Axels- 


No, the really astounding thing is 
tat ‘the war has become more human,” 
t least in Majorca. For he was taken 
a concentration camp and actually 
own 80 prisoners! “They were the 
ust captured Loyalists I had ever seen 
ill alive beyond the week in which they 
were captured. While on the mainland 
loften heard about concentration camps 
nthe rear, it is true, but travel as I 
did, I never saw any, and insurgent offi- 
ts were vague about where they were 
situated.” In Majorca, though, not all 
he captured Loyalists have been killed. 
This is the most astounding news of the 
Spanish war in months. 


Admiral Andrew T. Long, 
-nited States navy, retired, put his head 
ato the elevator shaft in his Paris hotel 
‘0 learn whether the elevator was going 
up. At the hospital they say his head 
juries aren't serious. Anyway, he has 
ihe satisfaction of knowing which way 
he elevator was going. 


THE Procurement Division of the Treas- 
uy Department has a Painting and 
“ulpture Section, to supervise the 
s<oration of public buildings. The 
“inting and Sculpture Section has an 
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ditorially Speaking 


official press agent, Forbes Watson, but 
its real though unofficial press agent is 
Rockwell Kent, the artist. Like many 
artists, Mr. Kent has a gift for words. 
Hardly anybody had heard of the P. & S. 
Section before Mr. Kent quarreled with | 
it about one of his murals and began 
writing blistering letters. 


THE International General Assembly of 
Spiritualists has decided to campaign 
against fake mediums. How about ask- 
ing the Federal Trade Commission for 
a fair trade-practice code? 


NOTHING is farther down our alley than 
the all-over-the-body complexion lotions 
we've recently seen advertised. We've 
always thought it ridiculous that so 
much attention was paid to the face 
and neck and arms and so little to the 
this and that and stuff. Of course we've 
been using bath crystals and foam-bath 
powders for ages and ages, ever since 
the first Grant Administration, in fact; 
but always, through the foam and the 
lather and the bubbles, a little voice 
has whispered to us, “Some day there'll 
be more, much more.” And now it’s 
here; now the stores have brought it 
over from the Continent, or somewhere. 
Thank you, stores! 

Yesterday morning we started right 
in with the body complexion massage 
grease and the body complexion dry- 
skin lotion, finishing up with the bol 
complexion attrition bay-rum. In the 
afternoon we ordered our bathroom torn 
apart to make room for a bay-rum 
shower. 


But all this is only the beginning; we 
still think the stores haven't gone far 
enough. What of the knees, for ex- 
ample? Don't they need a special com- 
bination emollient and astringent as 
much as the throat does? Every part 


When your products travel in Gaylord 
Boxes, you can be certain they will ar- 
rive at your customer's door in the best of 
condition. 

Every new Gaylord corrugated or solid 


of the body should have a special series 
of beautifiers for its own sweet self. 
There should be quince lotions for the 
shins and carnation creams for the ca- 
boose. Nor should the same shade of 
rouge be used on every part and for all 
occasions. Henceforth let infinite vari- 
ety be our body's motto. In the spring 
we'll go to the barber and have him 
give our chest a crew haircut; but in 
the opera season we'll change over to 
a permanent wave. 


Nov. 6 to 13, in case you didn’t know it, 
was National Weather Week. All the 
other 51 weeks the weather is local, re- 
gional, hemispherical, or planetary, but 
in this one week the weather runs up the 
flag and goes ardently national. 


THE Gentleman on the Labor Desk is 
thinking of Finis as the name for his 
nearly-10-pound son. 


fibre shipping box is cesigned by highly 
| skilled packaging specialists, built of 
| tougher materials and put through exacting 
| laboratory tests. The result is hundreds of 
| satisfied users who have learned to have 
| confidence in the famous Gaylord ‘‘ Margin 
of Safety’’. 

| Let Gaylord help solve your shipping 
problem. Write today for facts and figures 
| on what we have done for your industry 
and what we can do for you. 


GAYLOR CONTAINER 


CORPORATION 
General Offices: SAINT LOUIS 


There is a Gaylord plant or sales office in your territory. 
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A Tale of Two Crops 


Now the United States and Brazil can 
shake hands with each other, in 
mutual condolence. For the cotton 
policy of the United States and the 
coffee policy of Brazil have been 
fundamentally the same, and now 
both policies have miserably failed. 
But Brazil admits the failure and is 
abandoning its coffee policy, while the 
United States persists in its expensive 
cotton mistake. 

Both countries have restricted quan- 
tity in order to ~~ prices on stilts. 
But the prices of both cotton and cof- 
fee are now pitiably low. The United 
States has the largest cotton crop in 
its history—and its lowest share of 
the world market. For this its price 
policy is to blame. And similarly the 
coffee — olicy of Brazil has dis- 
astrously reduced the Brazilian share 
of the world coffee market. 

In one shape or another, our price 
policy for cotton and other farm prod- 
ucts is nearly a decade old, dating 
from the Hoover Farm Board. But 
Brazil's coffee experiment is much 
older. It began in 1870, two-thirds of 
a century ago. The result was a heavy 
loss for the government. But the ex- 
periment was resumed in a different 
way after more than a generation had 
passed, in 1906. The government took 
the coffee crop from the growers at a 
price above the market. And at inter- 
vals since then, it has made more ex- 
periments of the same fundamental 
character. 

In recent years Brazil has given the 
world a stupendous spectacle, one of 
the greatest conflagrations in all his- 
tory, the burning of 30 to 40% of 
the Brazilian coffee crops. Season after 
season, these destructive flames have 
undone the laborious constructive 
effort of the toilers on the coffee plan- 
tations, 

Brazil, like the United States in 
more recent years, has adopted a 
policy of scarcity, but in Brazil's case 
this has taken a flaming form. Men 
schemed and sweated to grow coffee, 
and then at the end of the season they 
sold about one-third of it to the gov- 
ernment for the mere cost of bagging 
and transportation, and this third of 
the crop was consumed in an official 
act of sanctified arson. 

In addition, 30% of the crop has 
been stored in governmental ware- 
houses and its sale has been officially 
regulated. The planter has been al- 
lowed to export the remaining 30 or 


40%, subject to a heavy tax. Now, 
however, the government has suddenly 
announced that it will abandon its 
price-pesging effort. To show it means 

usiness, it will remove three-quarters 
of the export tax. Thus Brazilian 
coffee can flow to world markets in 
larger amounts. And the loss of the 
tax revenue apparently means that 
there will be no money to pay farmers 
for cooperating in the coffee-burning 
program. 

The American cotton processing-tax 
is the counterpart of the Brazilian 
coffee export-tax. And the results have 
been similar. Brazil formerly had 
80°; of the world coffee market; now 
it has 50©7. The United States before 
the depression had 60°; of the world 
cotton market; last year it had 40°, 
and this year it may have the same or 


_ a little less. 


Trying to support the world coffee 

rice and to regulate marketings, 
Brazil made it easy and profitable for 
competing nations to increase their 
coffee production; and each time they 
increased production, they made it just 
that much harder for Brazil to sell at 
the pegged price. Substitute “cotton” 
for “coffee,” and “the United States” 
for “Brazil,” and the above statement 
fits perfectly. When will the United 
States, like Brazil, admit its mistake 
and stop its ruinous policy? 


For Drastic Changes 
In Wagner Labor Law 


As Congress begins its special session, 
one of the questions that will be in- 
sistently brought before it is that of 
amending the Wagner Labor Rela- 
tions Law. Several rulings of the Na- 
tional Labor Relations Board have 
demonstrated that the law, as inter- 
reted by the board, is even more un- 
just than had been generally realized. 
Employers are forbidden to influence 
their employees’ choice of a bargain- 
ing agent; and the board has con- 


strued this prohibition to mean 4 
employers shall not even distrib 
leaflets explaining the law ‘> their ¢» 
7 

/e know of cases wher: employes 
have gone to the head of a compan 
whose door always stands open + 
them, and have asked him what the 
ought to do about the Wagner 4. 
and he has answered that he js », 
permitted to advise them. And whil 
an employer is thus enjoined fro 
friendly discussion with the men yh 
work for him and trust him, union 
assume the right to sit down and sip 
property and to picket a place with 
clubs and guns. The Wagner Ly 
needs to be amended to abolish g 
such flagrant inequalities. 


Getting Industries 
By Regional Efforts 


The nine Southeastern states, through 
their governors, have recently bee 
making a strong concerted effort » 
obtain new industries, and there ar 
intimations of sharpened rivalry by. 
tween these states and New England 
which has won remarkable industrial 
gains through the New England 
Council. It would be a pity if this 
rivalry became unamiable and took 
an irritable tone. 

The New England Council is old 
and experienced, and it has done an 
excellent job in developing its own 
resources scientifically and advertising 
them. The Southeast, and other re. 
gions too, can do the same. There is 
no reason why any of them should im 
to build up its industrial strength by 
raiding the industries of any other 
region. As for New England, i 
should, in any case, maintain its tradi- 
tional composure and keep plugging 
away at the constructive task of mak 
ing the best of its wonderful natural 

i. Among other things, it probably 


i 
the greatest opportunity in the 
recreational market today. It has no 
reason to fear for its future. 

The Southeast, too, is obviously 


destined to grow. It is rich in raw 
materials and it has populous markets. 
At present topheavy with agriculture, 
it needs to balance its economy with 
new industries, and it can get them by 
much the same methods that have 
already been used by the New England 
Council. 
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